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This is a complete report of the joint convention of the Southern Hardware Jobbers’ Association and the 
American Hardware Manufacturers’ Association which was held in New Orleans, April 18-21. Read it 
over, for it’s well worth your while. 


Knowledge of Your Trade Sells Refrigerators. By Lucile MacNaughton. 


Warm weather is on the way and refrigerators will soon be called into use. This story gives a number 
of valuable suggestions relative to the merchandising of this essential article. 


Practical Advice Brings Wall Paper Profits................ ieee 


This is the story of a man who carries a medium-sized stock of wall paper and who by means of prac- 
tical advice regarding its use has succeeded in running his sales on this item up to a decidedly interesting 


figure. 


Reaching $45,000 a Year in Cutlery Sales... 


That’s what Ludlow & Squier, Newark, N. J., does with this line by means of adequate and interesting 
displays and by a knowledge of the cutlery needs of their customers. This firm carries a $15,000 stock 
and turns it over three times annually. 


Here’s a “Lighten the Housework” Campaign. By B. J. Paris. . 


Mr. Paris, who conducts the “Publicity for the Retailer’ department, has laid out an interesting advertis- 
ing campaign for the hardware merchant to put into effect during the late spring and summer months 
Suggested advertising copy is included in this article, which is decidedly worth investigating. 
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Push Builders’ Hardware Now 
and Push Up Sales 
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Spring, Summer and Fall are the home-building seasons, and according to the number 
of building permits now being issued 1922 will see the greatest building boom in years. 
It’s the opportune time to push the sale of Builders’ Hardware, and it is only reasonable 
to expect that the harder you push the more you will benefit. 


To the dealer out to make the coming year a bigger and more profitable one, the 
NATIONAL line offers every opportunity. 


Here’s our proposition: “Buy direct from the maker at a saving and sell at increased 
profit.” We guarantee that the quality of NATIONAL Builders’ Hardware is as fine 
as that made anywhere by anyone; and we guarantee prompt shipment on any item in 
any quantity. All orders are shipped by us the same day as received. 

When in the market for any kind of Builders’ Hardware try NATIONAL for QUAL- 
ITY, SERVICE, SATISFACTION and for PRICE. 


We are ready to quote on your requirements—may we? 


KKK NWN NHN HNN MMH NHN HHH KKH SHEN HNN MS >, >> Sa Sea Na ba Naa to bate bates 





National Mfg. Company 


Sterling, Illinois 
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Joint Convention of Southern Hardware Jobbers’ 


Isaac Black, president of the American Hardware Manu- 


facturers’ Association; below, 
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and American Hardware Manufacturers’ 


Associations at New Orleans Reflects a 


New Era of Business Confidence 


‘HE present trend toward better 
conditions was amply reflected 
in the big joint convention of 

the Southern Hardware Jobbers As- 
sociation and the American Hard- 
ware Manufacturers’ Association, 
held in New Orleans, La., April 18, 
19, 20, 21. The old spirit of prac- 
tical optimism was once more in 
evidence, and everywhere one heard 
of things to be accomplished, of 
better business and brighter times. 
Old Man Gloom never had a look- 
in from the morning President W. 


M. Pitkin called the first joint ses- 
sion to order until the gavel fell on 
the closing day. To be sure there 
were serious business questions un- 
der discussion, but they were 
threshed out in the sunlight rather 
than the fog of the recent past. The 
business sessions were conducted 
with an earnestness and snap that 
never allowed interest to wane. They 
opened on time and closed at the 
appointed hour. The afternoons 
were devoted to visiting and good 
fellowship, and it was a mighty good 
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convention that was staged each day 
in the hotel lobbies, where friends 
met friends and each handled his 
own committee meeting. There was 
entertainment in plenty; because 
New Orleans breathes the true spirit 
of: Southern hospitality. There were 
receptions, entertainments and 
grand balls. There was an ever-to- 
be-remembered evening at the South- 
ern Yacht Club and numerous card 
parties, luncheons, etc., for the ladies 
who came with the delegates. Alto- 
gether it was a convention of the 
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Left to right: Roy Webster and W. A. Atkins, general manager, E. C. Atkins & Co.; Isaac Black, president American Hardware 
Manufacturers’ Association, and Robert M. Hicks, both of Russell & Irwin Mfg. Co. 


satisfying kind, one to remember 
from the standpoint of pleasure, of 
business and of hospitality. 

Two Cities in One 

New Orleans is a natural conven- 
tion city. It has all the comforts of 
a big, broad-gaged, modern metrop- 
olis, intermingled with picturesque 
scenes and wealthy in romance and 
history. There is a story in every 
quaint, old building of the old city 
with its narrow cobble-paved streets, 
and its ancient architecture, and 
over all hangs a glamor of romance 
like the Spanish moss that droops 
from the limbs of its famous live 
oaks. 

On one side of Canal Street is a 
hustling, thoroughly modern city; 
on the other side a part of the old 
world transplanted in the _ new. 
Merely by crossing the principal 
thoroughfare, the visitor to New 
Orleans leaves behind the turmoil 
and rush of modern times and revels 
in the quaint life and customs of the 
eighteenth century. The famous 
“Vieux Carre” is that part of New 
Orleans laid out under the direction 
of Bienville in 1718. The old build- 
ings of French and Spanish archi- 
tecture seem to belong to another 
world. History is everywhere. Jack- 
son Square—the old ‘‘Place 
d’Armes”—located in the heart of 
the old city, is one of the great his- 
toric spots of America. Here the 
imposing facade of St. Louis Ca- 
thedral, the oldest religious edifice 








in the Mississippi Valley, casts its 
shadow on the famous equestrian 
statue of Andrew Jackson in the 
center of the square. Close beside 
the cathedral stands the old Cabildo, 
where once the French hero of the 
Revolution, General Lafayette, vis- 
ited, and where the formal transfer 
of the Province of Louisiana to the 
United States took place in 1805. 
Just across the square is the famous 
French market with a record of 
more than 200 years’ service, and 
still echoing to the voices of the 
French, the Spanish and the Creole. 

Nearby is the old Napoleon House, 
built in 1831 by the merchant, Girod, 
to be a home for Napoleon, who was 
to be rescued from St. Helena by 
the mate of Jean Lafitte’s pirate 
craft. Only the death of the Em- 
peror prevented that rescue accord- 
ing to the traditions of the “Vieux 
Carre.” And so it goes, one his- 
torical spot after another, each a 
story in itself. Meanwhile, modern 
New Orleans basks in the sunshine 
of the present as the South’s great- 
est city—big, progressive, and hos- 
pitable. But—we must get back to 
the convention. 


The Opening Session 


The opening session was called to 
order Tuesday at 10 o’clock A. M. by 
President W. M. Pitkin. He introduced 
the Right Reverend John B. Shaw, 
Archbishop of the Diocese of New 
Orleans, who delivered an invocation. 
Archbishop Shaw thanked the Associa- 


tion for the honor conferred upon him 
in inviting him to deliver the invoca- 
tion and also welcomed the delegates 
to the city. 

The members then joined in singing 
two verses of “America.” 

President Pitkin then said he would 
depart slightly from the printed pro- 
gram by inviting Andrew J. McShane, 
mayor of New Orleans, to first address 
the delegates because of engagements 
the Mayor had to keep. 


Mayor Introduces a Notorious Citizen 


Mayor McShane spoke as follows: 

“It is my privilege and pleasure, in 
the name of the people of New Orleans, 
to welcome you to our city. We are 
glad you are here. We hope that your 
visit will be both profitable, interesting 
and a pleasure to you.” Referring to 
President Pitkin, he said: “I believe 
that your pleasure will be attended to 
by one of our most notorious citizens— 
notorious for his energy, ability, and 
good citizenship in every movement 
that has taken place in our city. I be- 
lieve the reputation of our city for 
Southern hospitality, which we claim to 
have made a record of, is safe in the 
hands of our most notorious citizen 
along that line. He is notorious, also, 
for being a mighty good fellow, and he 
will see that you have a mighty good 
time; it is my experience with him.” 


Governor Says Too Much Jazz 


President Pitkin next introduced the 
Hon. John M. Parker, governor of 
Louisiana. 

Governor Parker spoke in part as 
follows: “During the period of the war 
we were pretty sick. We have been 





Left to right: James P. McKinney, Jr., and Russell A. Smith, McKinney Mfg. Co.; Jim Hutchinson, Stanley Works, and J. D. 
Moore, Moore, Handley Hdwe. Co., Birmingham, Ala. 
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Left to right: Sid Eshelman, New Orleans; W. A. 


suffering from a series of compli- 
cations and of diseases. During the 
last few years we have had too much 
extravagance, entirely too much joy- 
riding and too much jazz, and too little 
real attention to hard work. 

“My strong belief in the beginning is 
that one of the most vitally important 
of all of the matters to be considered 
to-day by the people of the United 
States is the bringing into this coun- 
try of that undesirable class of for- 
eigners who never have and never will 
assimilate American ideals. You find 
that in its wisdom Congress has re- 
stricted the number who are to come 
from the various nations, but I take a 
stand stronger than that. I believe we 
should absolutely put the bars down to 
undesirables coming to America, where 
we are able to handle our own business 
ourselves without permitting men with- 
out ideals and ideals of destruction and 
not ideals of construction. We should 
see that no one who will not develop 
into an American citizen comes to this 
country. 

“Our nation is what it is because of 
the intermingling of the blood of the 
Anglo and Saxon races. The class that 
is pouring in is of the lowest type. Our 
ancestors came here not because they 
loved America. They came here be- 
cause they were tired of old world con- 
ditions. The class of emigrants that 
have been coming to America is not 
the class we want; they will undoubted- 
ly tear down and not upbuild. I be- 
lieve very strongly that we should not 
permit the publication of any paper in 
the United States except in plain, old- 
fashioned English.” 

President Pitkin then delivered an 
address of unusual merit dealing with 
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present-day business conditions. He 


said in part: 
President Pitkin Sees Bright Business 
Future 


“This assembly convenes at a most 
propitious time, a most fortunate meet- 
ing, so to speak, for all the signs and 
in such a short time past point to the 
beginning of an era of prosperity and 
the joy of business exchange. 

“There is every indication that the 
blackest clouds have rolled away and 
those that have remained surely can be 
visualized as having the brightest of 
silver linings. We have for many 
months past experienced many imagin- 
ings as to the ‘return of normalcy’ and 


have generally waked up from these 


day dreams with an emphatic jolt and 
a knowledge that we have had instead 
another nightmare. All of our genuine 
prophets, those who in the past had al- 
ways been accepted as Gospel, and re- 
gardless of error will be so regarded in 
the future, had too early anticipated 
the much-yearned-for revival, but their 
prophecies were fairly good assurances 
nevertheless, for revival was actually 
on the way. 

“This glorious nation of ours is re- 
markably susceptible to betterment of 
conditions. One can remember easily 
the year before the Great War, we in 
the South were requesting our manu- 
facturing friends and others to ‘buy a 
bale of cotton,’ as apparently that 
staple could not be disposed of to any 
appreciable extent. In a very short 
time this staple became 75 cents to $1 
and even higher per pound, and while 
the staple is not that high at this time, 
the price is quite satisfactory. 

“A few weeks ago the great State of 
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lowa was badly hurt and groaning with 
pain because the world was stepping 
on its pet corn. Now, as quick changes 
occurred, Iowa is selling her corn at a 
good price and is happy and contented, 
as she should be. 

“Therefore, we are without doubt 
rising Phoenix-like from the ashes of 
the many blunders, errors of judgment, 
mistakes and obsessions during. the 
most remarkable and impossible-to-be- 
figured condition since the beginning 
of the world. 

“We have, all of us, taken our medi- 
cine by this time, and are ready for 
the only tonic necessary, and that is a 
mixture of the requisite proportion of 
courage, determination and_ implicit 
confidence in the stability of the Re- 
public and the possibility that it holds 
out for us in the future. 

“Therefore, with stocks of merchan- 
dise liquidated as they are, inventories 
at market valuation, with a market 
that is steadying daily and with the 
intimate knowledge and the full knowl- 
edge of that sword of Damocles hang- 
ing over our necks at all times, i.e., the 
fixed overhead expenses, and a strict 
observance of the best piece of heaven- 
ly inspired hardware ever used, the 
Golden Rule, business once more should 
wear its bright halo of happiness. 


Recommends Joint Action on Decimal 
System of Pricing 


“My belief is that a revolution of 
this kind should be thoroughly thrashed 
out before any attempt is made to pro- 
mote that system in the slightest de- 
gree, for it is obvious that much 
trouble, annoyance and expense, etc., is 
in sight where, say, a part of business 








Left to right: Frank Gould, vice-president and sales director Ohlen, Bishop Co., Columbus, Ohio; Walter Thomas, Tampa Hdwe. 
Co., Tampa, Fla.; Bill Hedges, Pyrex division, Corning Glass Co., and Frank A. Bare, Tritch Hdwe. Co., Denver, Col. 
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is so transacted and a part under the 
old method. 

“T think a concert of action on the 
part of manufacturers could best regu- 
late this and either all adopt it or all 
leave it alone, for the following rea- 
sons among others: jobbers’ catalogs, 
jobbers’ costs systems, etc., to say 
nothing of the educating of the count- 
less number of retailers to a system 
that is entirely foreign to them. 


A New Thought on the Employment 
Situation 


“This situation, while very intense 
and discouraging but a short time ago, 
is gradually rounding to, and with the 
harvest time approaching and with the 
certainty of improved business, that 
condition need cause no alarm. What 
considerably concerns many of us, if 
we are frank enough to admit it, is the 
unsatisfactory condition in certain 
channels of our employed who, with 
shorter working hours and more re- 
muneration than in pre-war times, are 
not giving their best efforts, and who 
moreover take the untenable attitude of 
being offended when told so. I believe 
the co-operative system is appreciable 
to the jobbing hardware business and 
will some day be adopted as has been 
the case with many manufacturers for 
years past, thus putting every man on 
his own basis and waking up his 
activity and his conscience even though 
it is in part through mercenary con- 
sideration. 


Attitude 


“In past months I have heard some 
rumors as to the criticizing of some 
manufacturers in regard to the policy 
of hardware jobbers during the late un- 
pleasantness as to limited purchases 
from the usual, the proper source of 
supply, the manufacturers, and that 
jobbers had used the manufacturers 
for a convenience only. I admit those 
of us who have valued our business 
lives and our jobs have bought mer- 
chandise very much on the order of 
the best way to take calomel, viz: in 
broken doses. It is fortunate indeed 
that we did pursue that policy and 
moreover that hardware jobbers did 
help each other out in the liquidating 
of stocks, benefiting both ends of the 
line. It has been our salvation, so 
please forgive us for the treatment of 
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manufacturers in buying homeopathic- 
ally. 


The Jobber a Necessary Adjunct to 


Business 
“The jobber is an institution as 
necessary to business as the manufac- 
turer and the retailer, and nothing is 
more necessary than they. All of us 

















John A. Denholm, Wickwire, Spencer Steel 
Corp., and C, K. Anderson, American Wire 
Fabrics Co. 


are ultimate consumers, and the best 
way, the quickest way, and the most 
economical way, is the right way, and 
to the end of the world, as has been 
proven by that greatest system of effi- 
ciency, the experience of the past, 
which no text book can teach. Goods 
can be marketed to the best and great- 
est advantage to you and I and every- 
body by the only ethical manner of 
distribution, manufacturer to jobber, 
jobber to retailer, retailer to consumer. 

“Some day, some good, old-fashioned, 
calm day, when the smoke of every 
actual and political battle has cleared 
away, bonus deals settled, agricultural 
rloes arranged, tariffs suggested, ship 
subsidies made dead or alive, the jobber 
will be thoroughly and absolutely ac- 
claimed as the greatest channel of in- 
tellectual and far-reaching distribution. 


Tariff and American Valuation 


“This millennium of settlements is 
scheduled for July, and will be re- 
ceived with hallelujahs by a long wait- 
ing and long suffering public. 

“The general adjustment of the tariff 
will stimulate business and encourage 
industry, as it is always the uncer- 
tainty and lack of confidence that 
hinders, resists and delays. 
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“Many views have been expressed in 
regard to valuation on import, and I 
have read countless arguments both in 
favor of and against American valu- 
ation, but the statement of “Uncle” Joe 
Cannon, the veteran statesman from 
Illinois, sums up the matter, I think, in 
a brief, conclusive and most convincing 
manner in favor of American valu- 
ation. 


Foreign Trade Versus Home Folks 


“This does not concern many of our 
Southern hardware jobbers, so I will 
pass it up, save that I cannot resist 
the temptation of stating this thought, 
in a most benevolent and sympathetic 
manner, to some of our manufacturing 
friends. If they had resisted the 
temptation afforded them during the 
war to ship much stuff to South 
America and had provided home folks 
with merchandise that was so badly 
needed, their hardware jobbing friends 
would have been much better off, and 
such manufacturers would have had 
their money long ago, instead of taking 
so many trips to South America for 
combined pleasure and collection, with 
collection as the premier incentive for 
the trip.” 


Black Says Day of Speculative Buying 
Is Over 


President Pitkin then introduced 
Isaac Black, president of the Ameri- 
can Hardware Manufacturers’ Associ- 
ation, who spoke as follows: 

“On behalf of the manufacturers of 
the United States I want to express to 
the Southern jobbers and their friends 
our appreciation of the entertainment 
that they have provided for us. It is 
three years since we were last here. 
I am not going to take time to tell you 
about what we think the future is go- 
ing to bring forth or to mourn over 
what we have gone _ through—the 
strenuous times we have gone through. 

“The prospects for the future are 
very bright. I think we all know what 

















A. C. Pound, Baird Hdwe. Co., Gainesville, 
Fla., and H. O. Forker, American Chain Co. 


suffering a liquidating period causes. 
It not only affects the jobber, but the 
manufacturer. Our conditions are 
identical; one cannot suffer without the 
other, and the liquidating period, such 
as we have had, has come about in the 
regular way through the dropping off 
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of business and has been partly caused 
by over-purchasing and _ speculative 
buying. I think we all want to realize 
that the day of speculative buying is 
over. I do not know whether it will 
ever come again in our lifetime or not, 
but surely we will never again go 
through a period of speculative buying 
and selling such as we have gone 
through in the past two years. That 
applies to the manufacturer in the buy- 
ing of basic material just the same as 
it does to the jobber. 

“Looking into the future we must 
realize that we have not entirely 
liquidated, that we have not reached 
the lowest former prices that we will. 
Now, I am not a pessimist; I am an 
optimist, but I do say, and I think I 
express the views of manufacturers, 
that the big reductions have come. Any 
reduction in prices that come in the 
future will be a long, slow process. It 
may equal 2% to 5 per cent in the 
course of a year as conditions change. 
Conditions change with labor. Ma- 
terials are constantly changing, so that 
looking to our future welfare and asso- 
ciating together let us get back to the 
old-fashioned way of doing business. 
Learn how to work again; teach our 
employees how to work, and give the 
best that there is in us. Order goods 
sanely and in sufficient quantities to 
keep your stock well provided for, but 
not on a speculative basis, and with that 
kind of co-operation between manufac- 
turer and jobber we can render to you 
as manufacturers the best possible 
service, while you as jobbers can do the 
sume to your trade and can work in 
greater harmony and satisfaction with 
the manufacturers.” 


Shapleigh Comments on New Atmos- 
phere in Business 


The President then introduced R. W. 
Shapleigh, representing the National 
Hardware Jobbers’ Association, who 
responded as follows: 

“I take great pleasure in bringing to 
your association the cordial greetings 
of the National Hardware Association, 
and the message that we are in per- 
fect accord with the work you are do- 

















Henry Strugnal and C. H. Catlin, 
Remington Arms Co. 


ing; that our methods and our inter- 
ests and our hope are all along the 
same lines, and we expect them to be 
realized. 

“It is very noticeable that the atmos- 
phere this year is more pleasant than 
it was this time last year when we had 
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the last convention, and I think that 
we can congratulate ourselves that we 
have lived through a very trying time, 
but I think we have commiserated our- 
selves more than we need to. The 
period we have just gone through has 
been a very instructive one. It is not 
given to every person to live in a time 

















M. J. Konold, Warren Tool & Forge Co., 
and Ray H. Hare, Nashville, Tenn 


where things have changed so tre- 
mendously in their operation and then 
in a short time change so tremendously 
in the other direction. We could not 
learn our lesson on the rising market 
and the era of extravagance and every- 
thing that we had during the war, but 
let us hope that we have learned it dur- 
ing the reconstruction period and that 
we can benefit by it in the calm and 
normal days which it is hoped are 
here.” 


Texas Feels That the Worst Is Over 


President Pitkin then introduced 
D. D. Peden, president of the Texas 
Hardware Jobbers’ Association. Mr. 
Peden said: 

“My friend, Governor Parker, spoke 
of Louisiana and I would just like to 
say that Texas covers 363,393 square 


miles. The distance across the State 
from the Sabine to El Paso is 941 
miles. The distance from Brownsville 


to Texline is greater than that. If 
Texas were hinged at Sabine and swung 
eastward, she would lap well out into 
the Atlantic Ocean, and were she 
swung or hinged at El] Paso and swung 
westward she would lap out 250 miles 
into the Pacific. Were she hinged at 
Dennison and swung northwestward 
she would cover Bismark, South 
Dakota; so you can imagine that we 
fellows in Texas feel as though we 
lived in a pretty big State and we try 
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to do things in an extremely big way. 

“The Mason and Dixon Line has been 
referred to, but that is a thing of the 
past. The Southern jobbers mingle 
with the men on both sides of that line. 
We are all playing the game, and we 
are trying to play it on the square. We 
know that you are square; we believe 
that we are, and we want you to know 
us, and we would like to have you 
come down and be with us. 

“We in Texas feel that the worst is 
over. January and February were 
fairly good and March is very much 
better than the previous months of the 
year. My own concern in March showed 
up remarkably well both in sales and 
collections. So far, April has shown 
still further improvement. I feel that 
by getting together carefully and con- 
servatively it will not take us a great 
while to get ourselves into smooth run- 
ning order. Of course, it is going to 
take time for the farmer to get back 
to where he should be. Perhaps it will 
take another year before he can get 
to where I think he should be, because 
he has had an awfully hard row to hoe. 
He has worked hard. It is up to the 
rest of us to work hard. We should 
let our employees know that they 
should work hard, and by so doing I 
am sure it will not be long before we 
will be where we would like to be once 
more.” 

Mr. Peden was followed by W. P. 
Simpson, president of the Southern 
Supply and Machinery Dealers’ Asso- 
ciation, who spoke briefly along the 
following lines: 

“IT simply want to touch upon a few 
economic questions, gentlemen, to illus- 
trate the growth of our section. I 
want to say on the question of cotton 
and sugar and rice, which were for- 
merly commodities upon which our 
prosperity almost entirely depended, 
that that condition has grown less and 
less the case, and we are now becom- 
ing an industrial section, as well as 
having those wonderful atricultural 
products I have referred to. I want 
to say that the valuation in 1921 of 
our imports and exports through the 
Port of New Orleans amounted to close 
to $600,000,000.” 

Mr. Simpson then referred to the 
high standing that New Orleans ac- 
ceptances have in financial circles in 
New York. He said they were now 
being sold on the basis of 3%; that 
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there were only two other cities of 
large size in the United States which 
were thus favored; namely, Minneap- 
olis and San Francisco. He also re- 
ferred to the successful financing of 
the Edge Banking Corporation—based 
on the Edge Bill—in New Orleans; 
where $7,000,000 had been subscribed 
by 200 subscribers. 

Problems Rule Wednesday 


Session 


Business 


President Pitkin called the meeting 
to order promptly at 10 o’clock, Wed- 
nesday morning, and immediately got 
down to business. 

He gave the delegates an earnest 
invitation to visit the office of the firm 
with which he was connected in New 
Orleans, A. Baldwin & Company, and 
inspect their methods of keeping ac- 
counts and their general office system. 
He said they had spent many years 
in perfecting it, and felt they had now 
as good a system as there was in the 
country. He said it was their custom 
to use indelible pencils in their office, 
which he considered a saving of time 
and avoided the soiling of papers from 
the use of ink. 

Mr. Pitkin was followed by Mr. Don- 
nan in his report as secretary-treas- 
urer. Mr. Donnan said: 

“IT am glad to say that our associa- 
tion is in a most prosperous condi- 
tion. Our membership is larger than 
at any time in its history, and I be- 
lieve that each of our members is be- 


coming more appreciative of the bene- 
fits which accrue to him by reason of 
his connection with our organization. 

“Our present membership, with few 
exceptions, embraces every jobbing 
firm in the South. Our present number 
is between 145 and 150, representing 
a capital of between $38,000,000 and 
$40,000,000, and traveling salesmen 
numbering upward of 1150.” 

He then took up matters of an execu- 
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Beck & Gregg Hardware Company of 
Atlanta, Ga.; W. M. Crumley, Atlanta; 
R. W. Peeples, Atlanta, and M. Gray, 
Nashville, Tenn. Each one of these 
deaths was a shock to us in a personal! 
way and in a business way, and per- 
haps if any comparison could be made, 
the passing away of Mr. Parker was 
one of the saddest blows that has ever 
occurred to our organization. Every- 
body regarded Mr. Parker as a brother. 
He always attended these conventions 
and his counsels were wise and pru- 
dent. In the prime of his life to be 
taken away is, indeed, a misfortune.” 

Reports of various committees fol- 
lowed. 

P. ©, Knight, general counsel of the 
association, reported as chairman of 
the committee on legislation. He re- 
ferred to the recent court decision 
which had a bearing on the business 
of the members of the association. 
W. C. Thomas reported as chairman 
of the committee on ammunition. 

Other reports were made by the 
chairmen of the committees on steel 
goods; axe and edge tools; freight and 
transportation; returned goods; cash 
discount; nails and wire; poultry net- 
ting and wire cloth; heavy goods, picks, 
mattocks and blacksmiths’ tools; shov- 
els, spades and scoops; automobile 
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tive character and these were discussed 
at some length by the delegates, after 
which the report of the executive com- 
mittee was read, dealing at some length 
with the relations of the jobbers to 
the manufacturers in the distribution 
of various manufactured articles. 
President Pitkin then said: “It is 
my sad duty to announce the passing 
away of four members of our associa- 
tion in the past year, W. A. Parker of 











Charles B. Chancel- 
lor, Baldwin Tool 
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Works; C. A. Bower, 


hardware; bolts; scovil hoe; sheets, 
bars and plates; cutlery, guns and 
rifles; agricultural implements; freez- 
ers; tin and galvanized wire; hinges 
and butts; files; axe and farming tool 
handles; horseshoes; plow blades; 
elimination of items; manufacturers’ 
price changes; salesmen; expense ac- 
counts, and datings, collections and 
bankruptcy. 

The president appointed the commit- 
tee on nominations, auditing and reso- 
lutions, which was to report at the Fri- 
day morning session. The association 
then adjourned, to meet in joint session 
with the manufacturers on Thursday 
morning, April 20. 


Manufacturers Urge Early Action on 
Tariff 


On Wednesday morning the Ameri- 
can Hardware Manufacturers’ Associa- 
tion met in executive session in the 
Assembly Hall, and went through the 
regular routine of business. President 
Isaac Black addressed the delegates on 
matters pertaining to executive mat- 
ters, after which Secretary Mitchell 
read his report covering activities of 
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his office and the association. There 
was a general discussion on matters 
pertaining to association matters. A 
resolution was passed commending ex- 
President Charles W. Asbury for re- 
maining in Washington attending du- 
ties in which the association is inter- 
ested. 

There was considerable discussion 
on the tariff, after which the following 
resolutions were adopted: 

RESOLVED, That the American Hard- 
ware Association extends to the offi- 
cers and entertainment committee of 
the Southern Hardware Jobbers’ Asso- 
ciation this expression of its apprecia- 
tion of the generous hospitality and 
splendid entertainment which they 
have provided for the delegates and 
guests of the convention. 

Resolution adopted by the American 
Hardware Manufacturers’ Association, 
in convention assembled, New Orleans, 
April 19, 1922. 

WHEREAS, American industries and 
the people, through them, are suffering 
incalculable losses due to the lack of 
remedial tariff legislation, 

THEREFORE, BE IT RESOLVED, That 
the American Hardware Manufactur- 
ers’ Association, consisting of 500 of 
the largest manufacturers of iron and 
steel products in the United States, 
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Wood, Waterbury Co.; Harry Jarrett, Jarrett & Sullivan; E. A 


Leonard, 


Jr., Bluefield Hdwe. Co., and Joe Hottel, Delta File Co. 


orders. I have been around with him 
quite a little at different times, and I 
formed the habit of believing him. We 
went home from that meeting with the 
thought that we ought to do more 
screen business, and felt that the way 
to get the screen business was to make 
the right kind of a price. We, accord- 
ingly, reduced our prices about 35 to 
40 per cent. We tried to give you 
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assembled in the city of New Orleans, 
respectfully urge upon Congress 
earliest possible action on pending 
tariff revision. 


W. D. Biggers Talks on Screen 
Situation 


President Pitkin called the Thurs- 
day meeting to order at 10 o’clock 
a. m., and introduced W. D. Biggers, 
secretary and general manager of the 
Continental Company of Detroit, Mich., 
who spoke on the screen door and 
window situation as follows: 

“When I talk with you men about 
screen doors and window screens I 
want to tell you just exactly where 
we stand to-day, looking backward, 
also looking forward. I believe you 
come here to see what you can get 
in the way of suggestions which will 
help you to buy better and to sell bet- 
ter the merchandise that you distribute 
for the manufacturer. In January, Col. 
Knight told us all that there had been 
no slump in business and we were all 
mistaken about the hard times and 
the lack of business and the lack of 


everything there was in the way of 
a price, so you would feel justified in 
buying our line. In order to do that 
we had to take a tremendous sacrifice 
in the goods that we carried over. I 
would be almost ashamed to tell you 
men how many goods we carried over 
made out of materials purchased at 
the very highest prices, made at 
the highest prices for labor that we 


had ever paid, and when we reduced 
our prices and made a substantial re- 
duction, I think the wisdom of that 
reduction is shown by the results.” 

Mr. Biggers then enumerated the 
number of orders recently received by 
his firm, showing a substantial increase 
in business. 

“There is no reason in the world 
to-day why jobbers should speculate 
on screen doors and windows. Our 
sales this year, while double those of 
last year—we all realize that last year 
was a poor year, in spite of what the 
Colonel said—are equal to almost any 
normal year we have ever had. Now, 
why should you men buy that quan- 
tity of screen doors and window 
screens? To my mind there is only 
one answer and that is that you are 
preparing for a fairly good building 
operation throughout the _ country. 
Screen doors have to be bought months 
in advance of their use. If you buy 
that quantity of screen doors it would 
only be natural to suppose that you 
are going to buy as many spring hinges 
and all kinds of building hardware, 
roofing nails, fencing to go ’round the 
homes that are going to be built, and 
all kinds of enamel work and tin work 
and stoves and fixtures, and all the 
things that go into the homes that 
are going to be built. To my mind 
our business looks as though it was 
a forerunner of good business to the 
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hardware jobbing trade as a whole. 

“There is no reason why you men 
should speculate with this line. Our 
business is practically placed for this 
year, and we know where we stand, 
but your business is coming and is 
going ahead every week, from week 
to week. I really believe that that 
is a forecast of what you men can 
expect in a general way in the hard- 
ware business. 

“There are literally hundreds and 
thousands of homes being built all over 
the country. There is not any building 
boom in any one locality, but there 
are thousands of homes being erected, 
and there will be more as we go on 
and get into this season. Lumber with 
us, of course, is our greatest com- 
modity. Every kind of lumber to-day 
has practically reached bottom. We 
do not like to admit that as a buyer, 
but lumber not only reached bottom, 
but has stiffened in price and is ac- 
tually getting scarce. It is scarce not 
because we have not the timber, but 
we have not the facility for lumbering 
this year. There is no adequate stock 
of lumber on the markets to-day. That 
is going to harden and stiffen the 
prices of lumber, and we, as very large 
buyers of lumber, have realized that 
we have met the bottom of the lumber 
market and let it go by, and we are 
now buying lumber at advanced prices, 
and that is going to make the price 
of screen doors not lower but higher, 
if anything. 

“We cannot see any relief in sight 
on the freight situation. We are pay- 
ing the highest freight rates we ever 
knew, both on lumber and for shipping 
our goods. Our labor has been liqui- 
dated as much as we dare liquidate it 
at the present time; our labor cost is 
down. We have within the last ten 
days purchased our 1923 stock of sheet 
steel, which we use very largely in 
making our goods—the metal screen, 
and a great deal of sheet steel is used 
in the parting strip of 4,000,000 win- 
dow screens—and we have bought 1923 
steel within the last ten days and paid 
a higher price -than we could have 
bought it for a few weeks ago. We 
cannot see any great reduction in sight 
for wire cloth, or great enough to 
enable us to reduce screen doors to 
any extent, and possibly not enough to 
enable us to hold the present prices. 

“There is a condition that has arisen 
in the Southwest that affects some of 
you men very materially, and that is 


that the sash and door trade and the 
lumber trade have gone into the screen 
business in such a way that every job- 
ber must watch his screen business or 
he will lose it all, and we want to do 
everything we can to hold the busi- 

















J. M. Lambert, Lambert-Grisham Hdwe. 
Co., Henderson, Ky., and Mrs. Lambert 


ness in the hardware trade. There has 
been a change even in patterns. That 
has beeh brought about by the lumber 
trade taking up the screen business. 
Our old patterns, with corner brackets, 
spindles and things of that kind, are 
really getting out of date. We have 
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had them in our schedules for years. 
You hate to give up an old pattern, 
yet the conditions are changing and 
we must change with them. I suggest 
to every jobber that you check over 
your patterns and see if there is not 
something there that you can omit. 
We would rather see any jobber carry 
two or three or four patterns, and 
get an assorted stock of sizes, than 
to buy all our patterns. We believe 
you will have a better business if you 
limit your patterns to a fewer number. 

“We have reached a point where 
every manufacturer has _ practically 
cleaned his old materials. Every job- 
ber has largely liquidated his stock. 
To a great extent there are very few 
of you who have any over-stocks, ex- 
cept in spots. The retail dealers have 
done the same thing and the consumers 
have done the same thing. We have 
100,000,000 to 110,000,000 of people in 
this country who will use more or less 
merchandise, and we are coming to a 
time when all classes of trade are go- 
ing to buy goods. My suggestion to 
every jobber here is to watch his stock 
so carefully that he will not be found 
wanting and waiting when he should 
have the goods on his shelves.” 


Facts on the Nail and Wire Situation 


The president then introduced D. A. 
Merriman of the American Steel & 
Wire Company of Chicago, who ‘spoke 
as follows: 

“The last time we had the pleasure 
of meeting together we viewed a dif- 
ferent situation than is before us to- 
day. It required a good deal of cour- 
age, no matter what profession a man 
may have been engaged in, farmer, 
lawyer, philosopher or economist, busi- 
ness man, jobber, manufacturer or re- 
tailer, to prophesy or even suggest that 
we were going to experience a won- 
derful reversal of form. As late as 
the national convention in October 
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there were a great many of us who 
felt that we would see a revival of 
business during this spring, but as de- 
pressions come suddenly and practically 
without warning, so has the revival 
of business that is now here in prac- 
tically all lines come about, when and 
how nobody really knows. 

“Mr. Biggers mentioned the condi- 
tion of stocks, and perhaps the won- 
derful, marvelous and drastic reduc- 
tions which took place in the stocks 
have had much to do with the buying 
movement that we have to-day, be- 
cause the country was absolutely bare 
of goods. The needs of the people were 
so great that they had to buy. They 
had come to a point where people stop 
buying, and when the extreme was 
reached in that respect the ball was 
started rolling the other way. The 
fact is that we are well along on the 
road to normalcy. I do not know just 
whether normalcy means 100 per cent 
or not. I have never found anybody 
that could define 100 per cent. When 
I speak to you jobbers, you talk to me 
in the matter of dollars and cents. 
You say your business is, by compar- 
ison with one year to another or one 
month to another, probably a little less 
than it was the same time a year ago. 
When I ask them if they are measur- 
ing by dollars or by the pounds and 
quantity, then they say: ‘Well, we be- 
lieve we have to judge by the dollars.’ 
They admit that, taking on the basis 
of quantity, whether weight, dozens or 
gross, whatever the unit may be, that 
business as a whole in the hardware 
line is pretty nearly back to normal. 
I do not think it is back to normal 
in every particular section, but, judg- 
ing by the experience of the steel and 
wire company and everybody who han- 
dles our goods, we are well upon that 
road right now. 

“Our business for February was 10 
per cent ahead of January, but more 
than double February of last year on 
certain lines. March was 50 per cent 
over February of this year; three and 
one-half times as great as March, 1921, 


and April thus far averages consider- 
ably above March. I may say that 
March and April of this year will be 
the best months that the American 
Steel & Wire Company have enjoyed 
for over two years—almost two and a 
half years. Now, if that is any indica- 
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tion of what the general conditions are 
throughout the country, and I think 
it is, we all have reason to feel very 
happy. 

“There are a few things that affect 
the steel business and affect the wire 
business. Take, for instance, the mat- 
ter of automobiles. The production of 
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automobiles has been on an enormous 
scale in the last sixty days, and very 
many of the automobile factories are 
further behind in orders than almost 
at any time since they have been in 
business. I mention that particularly 
because it shows that the buying power 
of the country is very great, and if 
the farmers and the middlemen—and 
that is the class of people who buy 
these cars—if they are able to buy 
automobiles, which are to a large ex- 
tent luxuries, they surely are going 
to buy the necessities. 


The Export Question 


“Another item of interest is the mat- 
ter of exporting. The general export 
trade of the United States for March, 
as shown by the Government statistics, 
also shows a wonderful reversal in 
that a very handsome increase oc- 
curred, and for the steel business the 
exporting of various steel products has 
recovered to such an extent that we 
are doing almost as much as at any 
time during the war period or subse- 
quent thereto. 

“T know you gentlemen will want to 
have some information and suggestions 
from me as to what the probable course 
of prices will be. It is a very difficult 
thing at any time to make a prophecy, 
and it is quite as difficult to-day as 
at any time in the past. There are 
many things right now. For instance, 
the matter of labor and freight rates; 
then the question, of course, always, 
of supply and demand. Sometimes the 
question of supply and demand is a- 
more formidable cause, even, than that 
of the cost of manufacture, because I 
can say to you frankly what has oc- 
curred in many other lines has also 
occurred in the steel line. The pendu- 
lum moved too far and prices went 
down, in many instances, below the 
cost of production. Everybody knows 
that there has to be a limit. As to 
what effect the coal strike will have, 
you can guess as well as I can. 

“There has been a wonderful lot of 
buying done during the past sixty days, 
and I am going to venture the opinion 
that most of it has been without any 
reference whatever to the coal strike. 
I do not think it has had any influence 
whatever. I think the business has 
been due to the demand. In my opin- 
ion, and I think it is the view of the 
leading business men in various lines 
throughout the United States, we are 
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in a period of actual sound, good busi- 
ness and leading to what we are pleased 
to term prosperity. 

“The supply of coal throughout the 
country is variously reported as being 
a four to eight weeks’ supply, more in 
some sections and less in others. It is 
quite probable that if the strike is not 
settled within the next thirty or sixty 
days that there will be various incon- 
veniences experienced. While I am not 
predicting that that will have any in- 
fluence—any considerable influence— 
on the matter of finished products, I 
am sure it will not have, nevertheless 
it is going to go a long ways toward 
creating a scarcity, because the demand 
now in many lines of steel products is 
equal to, if not greater, than the pro- 
duction. The manufacturers have no 
stocks, whether it is nuts, bolts, rivets 
or screws or wire fencing or nails or 
various lines of hardware that are 
made more or less out of wire products. 
The demand has long since overtaken 
and cleaned out the stocks on hand and 
equals if not exceeds the producing ca- 
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coal strike but. in all other classes of 
service, not to submit to reduction. It 
is not going to accept any great reduc- 
tion, nor do I think anything of that 
sort is very beneficial right now. The 
cost of nail and wire products com- 
pared with the general line of other 
manufactured goods is on a fair and 
reasonable basis.” 


Anderson Talks on Screen Wire Cloth 


President Pitkin then introduced 
C. K. Anderson, president of the Ameri- 
can Wire Fabrics Co., who addressed 
the convention as follows: 

“IT am first going to take a little time 
to tell you about the wire situation; as 
to the prices, I think you gentlemen 
here are perhaps better posted than I 
am as to how they do certain things. 
In speaking of the industry I want to 
say this, that so far as the leading 
manufacturers are concerned, many of 
the smaller ones have been operating 
up to date 100 per cent. We have gone 
considerably over 100 per cent. Our 
orders entered and orders shipped are 
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always been in that line; their trade 
was in that line; they made up the 
goods and they had them on their 
hands and they had to cut the price to 
move the goods. In the South particu- 
larly the black is very little known. 
The further North you go, Northwest 
and West, they still continue to use 
black cloth. 

“T have given a great deal of thought 
to a correction of an evil that I think 
is one of the greatest causes of price 
cutting. I refer to the combination of 
various orders into one car. If the 
wire cloth manufacturers can eliminate 
that part of it I am fairly sure that the 
jobbers in various sections will have 
less cause to complain. 

“Now I think there is another item 
that it is well for you gentlemen to 
realize. Some of the smaller makers, 
who have been making only 12-in. mesh 
cloth, cannot keep up with the demand 
from the public for the use of minor 
meshes. It takes a great deal of extra 
equipment to change from one to the 
other, and it is a very serious problem. 
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pacity. I do not think it would be be- 
yond the range of possibilities to see 
an absolute shortage in nails within 
four to six weeks. 


Freight Rate Reduction 


“The freight rates, as we know, are 
controlled by two elements, one by the 
Interstate Commerce Commission and 
the other, of course, by the railroads 
themselves. Thus far there has been 
little evidence of a desire on the part 
of railroads to reduce freight rates. 
Some few reductions have been made, 
but they are inconsequential as a whole. 
The attitude of the Interstate Com- 
merce Commission is something that 
you know as well as I do, but thus far 
they have been very slow to order any 
changes of a nature that amount to a 
decided reduction, and how that is go- 
ing to come about I do not know. 

“From the standpoint of cost of pro- 
duction, I do not think that you gentle- 
men are going to worry very much 
about big losses that you are going to 
incur on products that you buy in sev- 
eral months to come. Labor is a very 
important factor in the matter of pro- 
duction, and labor is in the mood, as 
you have observed not only now in the 


more than they were a year ago to- 
day, and last year was the biggest in 
the history of our company, and I think 
registered the largest production in 
wire cloth. We believe that the recon- 
struction of homes has had something 
to do with this, but the orders are not 
coming from any one section alone but 
from all over the United States. 

“We are now and we have been for 
some time refusing to accept business 
other than from our regular customers. 
I had a gentleman come to me here in 
this hotel day before yesterday and ask 
me if I would not allow him to enter 
an order for a carload. I told him I 
would be glad to consider it for fall 
but not now. Now that is the situ- 
ation. January, February, and March, 
all were bigger months than we have 
ever had since our company was organ- 
ized. 


Shifting in Demand 


“The demand is shifting from black 
to what is known to the trade as ‘dll 
finish.’ That is one reason why cer- 
tain manufacturers went out and cut 
prices on 12 in. black. For they had 
no equipment except for making 12 in. 
black, that is to any extent. They have 


In fact the business is shifting from 
12 in. to 14 in. and 16 in. In the South 
here we have many customers that do 
not know anything about 16 in. mesh, 
and when you come to placing your 
business. with the best interest of the 
consumers and the public, it is a neces- 
sity to have 16 in. mesh. 

“IT would like to say in addition in 
reference to freight and coal. Those 
are considerable items when it comes 
to wire cloth as we all know. Now 
our coal bill before the war was less 
than our freight bill to-day, so you can 
see that one item alone affects the price 
and to my opinion I think there is noth- 
ing that is so important as the re- 
adjustment of freight rates. I think 
that is one big problem. As far as I 
am concerned, I would sooner see an 
adjustment of freight rates than of the 
tariff question.” 


Plain Talk on Axes 


President Pitkin next introduced W. 
C. Kelly, president of the Kelly Axe 
Mfg. Co., who said in part: 

“The last year of the war nearly all 
axe manufacturing plants in the United 
States were taken over by. the Govern- 
ment and their product shipped out 
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lows on the chain situa- 
tion: 

“\ member of this 
association was saying 
to me about two months 
ago in discussing the 
general situation that 
the prices on chain prod- 
ucts were too high. He 
wanted me to announce 
that on the first of April 
we would cut them in 
half. My reply was that 
it could not be done, un- 
less we wanted to as- 
sume a loss. He thought 
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of the country to France. Last year 
all of those goods came back, I think, 
and it looked at one time as if all the 
other axes throughout the world were 
coming back at the same time. 

“You can readily understand the 
effect that that produced on manufac- 
turers in this country. I am not speak- 
ing for anybody else but the Kelly Axe 
Manufacturing Co., and the American 
Axe Co., but my information is this, 
that some of the factories closed down 
entirely. All of them worked with a 
reduced. force and only two or three 
days per week. The effect of that was 
to keep down the stocks in the hands 
of jobbers and my information is that 
the market is practically bare, and that 
these axes that were returned have 
been fairly well absorbed. 

“During that disastrous period, when 
we were all losing money heavily—we 
lost a large amount of money—we had 
a large amount of steel on hand. We 
had to buy steel a year in advance and 
we could not get it otherwise in order 
to serve you promptly, and I have noth- 
ing particularly against the mills ex- 
cept that they would not even hold up 
shipments. Now the situation pro- 
duced by all of these occurrences is as 
follows: None of these factories have 
an organization, the hot months are 
coming on and it is impossible to put 
on men and break them in in hot 
weather where the thermometer is from 
100 to 150 degrees in summer time in 
front of a hot furnace. You can under- 
stand that unless you can find men to 
do that work you cannot produce re- 
sults. They have not got those men up 
to the present time. We are approach- 
ing hot weather now; my report is not 
a week old and the factories were run- 
ning about three days a week on an 
average with a reduced force of 25 to 
30 per cent. Now we are anticipating 
a fairly good demand for axes and if 
it should come I honestly believe, 
gentlemen, that you will have a great 
surprise in store, and that is, that there 
will be a short supply of these goods.” 

Mr. Kelly then explained in some de- 
tail certain guarantees he had given to 
the jobbers to protect them against 
changed prices. 

President Pitkin then introduced 
W. C. Perkins, district sales manager, 
American Chain Co., who spoke as fol- 


that the manufacturer 
should reduce prices at 


& Clark about the same ratio 
that a jobber did— 
that the manufacturer should read- 


just his selling prices to meet market 
conditions. If a manufacturer should 
attempt to do that, he would be selling 
his products at a price often that would 
be considerably less than the cost of 
production, and I also told him that if 
we were to preserve our institutions 
and our organizations for himself and 
our customers and the ultimate con- 
sumer we could not comply with his 
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request. We are not unmindful of the 
fact that there has been a pronounced 
abnormaley in the business conditions 
within the past few years. I wish to 
suggest to you two items of chain 
product that will indicate that the 
manufacturers of chain have realized 
themselves the situation, and are seek- 
ing to meet the condition and bring 
about a readjustment on a basis that 
will as rapidly as possible return to the 
conditions that we all look forward to 


with satisfaction.” 
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The speaker then referred to certain 
items produced by chain manufacturers 
that had been materially reduced with- 
in the last few years, especially trace 
chains. 

Continuing, he said: “These two 
items are those with which you are all 
familiar, and I am simply indicating 
them to you to show you that the chain 
men are trying to serve you and it is 
an indication of an attempt at readjust- 
ment on their part of unsatisfactory 
conditions. We are, speaking for my 
company, and I am sure other com- 
panies feel about the same as we do, 
we are willing to co-operate with you 
gentlemen in every possible way, but 
we could not meet the views of the 
gentleman to whom I referred to weld 
good American dollars into chain and 
exchange them to you for fifty cent 
pieces. As far as the trace chain item 
is concerned, because this I presume, 
Mr. President, is what the jobbers be- 
fore us are more pronouncedly inter- 
ested in, I will say, that in June, 1921, 
we announced a reduction of 20 per 
cent in our prices, and on April 1, 1922, 
we announced a further reduction of 20 
per cent, and as far as we are able to 
say at this time that price has been 
announced for the season and will 
doubtless be effective until March 31, 
1923.” 

The speaker then commended the 
custom of the jobbers in exchanging 
information as to the surplus stock 
they may have had on hand in the way 
of chains, and in this way disposing of 
surplus stocks to each other, so that in 
this way the stocks generally through- 
out the country could be liquidated as 
rapidly as possible. 

In conclusion, Mr. Perkins said: 
“We are receiving, I am glad to say to 
you, orders in larger volume and from 
a larger number of customers of late 
than came to us three or four months 
ago, and after surveying the situation 
throughout the country our conviction 
is that we are on the verge of a new 
era.” 


C. B. Chancellor Talks on the 
Shovel Situation 


President Pitkin then introduced 
C. B. Chancellor, who spoke as follows 
on the shovel situation: 

“Probably there is no other line of 
tools in the hardware game that has 
been bandied about more and made the 
football of the hardware trade than 
shovels. 

“Before the war, during the summer 
of 1916, every shovel factory in this 
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country was ‘broke.’ There had been 
no profit in the game for five or six 
years; they were struggling along and 
were losing constantly. When I say 
‘broke,’ I mean they would have had to 
quit the game, except those who had a 
crutch or outside resources on which 
to draw. The war came on and, like 
everyone else, they began to make 
money and lived in a ‘fool’s paradise’ 
for a season. 

“Before the war shovel labor was 
the poorest paid labor in any of our 
industries; because of the constant 
losses the manufacturers were com- 
pelled to reduce expenses to the lowest 
ebb and, I speak from experience, for 
I was one of the hired men. 

“The shovel manufacturers learned a 
lesson and I trust learned it well. They 
learned that if a dray horse is to serve 
his master and serve well he must be 
fed and housed in keeping with the 
duties he is called upon to perform. I 
say we learned this, for to-day shovel 
labor stands with the best paid labor 
in the manufacturing industry, and I 
pray we will never have to go back to 
pre-war conditions in the shovel busi- 
ness. If we do, you all will be the 
losers with us. 

“T want to assure you I know where- 
of I speak when I say to you there is 
not a shovel manufacturer in this coun- 
try that can produce shovels at the 
present price without a loss. Further, 
I want to assure you, under present 
conditions you cannot hope for pre-war 
prices on this product—it cannot be, 
and permit the industry to exist, and 
what is not good or healthy for any 
industry is not good for you—this you 
know. 

“T have had, and still have, some 
positive ideas as to business principles. 
For years my company has been trying 
to put in force the re-sale idea on 
shovels. For years I have considered it 
commercially criminal to sell one jobber 
at a less price than another, regard- 
less of quantity, for if a man is a 
legitimate jobber, he is entitled to 
jobbers’ price—no more no less, and 
there should not be but one price. Also, 
I am firm in my belief that no business 
firm can make cut prices without con- 
fessing a weakness, either in his prod- 
uct or his method. 

“IT am just returning from a two 
months’ trip to the Pacific Coast, and 
IT have covered a large part of this 
country last year, and I want to assure 
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you shovel stocks were never so low. 
If this upturn continues the shovel 
manufacturers of this country will find 
it impossible to supply the demand.” 


Gorby Says Jobber Is Economic 
Necessity 


President Pitkin explained that W. C. 
Cowdery, who was the next speaker on 
the program, and was to speak on the 
subject of the steel goods situation, 
was unable to be present. He said 
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Capt. Gorby, of the Cyclone Fence Co., 
would take his place on the program. 
Capt. Gorby said in part: 

“My message to you is simply this, 
that there is a vast need in this coun- 
try to-day for an educational campaign 
on the necessity of the middle man 
functioning, and it seems to me that 
your valued association in connection 
with the manufacturers and the retail 
associations is a fine place to start such 
a valuable educational propaganda. 
Let me tell you what I refer to. I 
have here, by way of tangible evidence, 
a letter that came to the Cyclone Fence 
Co.—received within the last month. It 
is dated April 10, and it reads as fol- 
lows: ‘Please send me catalog and 
dealers prices’—this is from a farmer 
—‘on lawn fence goods. Do not refer 
me to any dealer or agent. If you do 
I am done with you. I do not want 
to help feed the middle man.’ Now he 
was a farmer down in Indiana. There 
are a good many farmers like that. 
Wait a minute—here is a copy from 
the HARDWARE AGE of March 23, 1922. 
The title reads as follows, ‘Trade Com- 
mission Aims Body Blow at Jobber.’ 

“If you read that article you will 
find that the situation is serious enough 
to show that somebody needs educating 
—all the way from the representatives 
at Washington, through the State legis- 
latures, down to the humblest work- 
man on the street or on the farm. 
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There is need, gentlemen, uf some one 
hammering the truth into the heads of 
American citizens that the jobber is an 
economic necessity and I hope trat: you 
gentlemen will use your influence to 
start something in that direction.” 


The Ammunition Situation 


At this time Gen. Irby Bennett, vice- 
president of the Western Cartridge Co., 
East Alton, IIll., was introduced and 
spoke briefly. Gen. Bennett suffered a 
stroke of paralysis over a year ago 
and is just beginning to get back his 
health. It was good to see him onc: 
more active in association matters. 
Mr. Donnelly, secretary of the Western 
Cartridge Co., spoke for Gen. Bennett 
on the ammunition situation as fol- 
lows: 

“There are so many features and so 
many unique situations in the ammu- 
nition business to-day that it is indeed 
difficult for me to select those features 
that can be best discussed, in which 
you would be most interested. But it 
occurs to me that there are phases of 
the ammunition situation which are 
perhaps of more concern at this time 
than some others. First, I might refer 
to the legislation which is being di- 
rected against the use of firearms and 
ammunition generally throughout the 
country at this time, and second, the 
present economic conditions, particu- 
larly in the Southern States, upon the 
consumption of ammunition. 

“This legislation has, in some _in- 
stances, taken the form of an excessive 
tax upon the sale of ammunition and 
firearms, and in other cases it has taken 
the form of an absolute prohibition 
against their sale or use, and in others 
it has taken the form of a restriction 
in the shape of securing a license from 
the police authorities in a particular 
municipality before a firearm can be 
purchased. It is hardly necessary for 
me to say that the manufacturers are 
not opposed to any intelligent legis- 
lation which can be reasonably ex- 
pected to curtail or retard crime. The 
unfortunate thing, however, is that this 
legislation to which I have referred has 
thus far failed in its objective. The 
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police authorities in a great many cities 
have felt that crime would be retarded 
if it were made increasingly difficult 
for the criminal class to secure fire- 
arms and pistols and for that reason 
they have proposed this type of legis- 
lation. 
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“The best evidence of failure of this 
legislation to accomplish what it was 
expected to accomplish is in Missouri, 
where a law was enacted by the legis- 
lature which made it necessary for a 
man who wanted to purchase a firearm 
or a revolver or a pistol to secure a 
permit from the Chief of Police. Dur- 
ing the last twelve months, during 
which time this legislation has been 
effective, crime has increased very ma- 
terially in the city of St. Louis as well 
as in the State of Missouri generally. 
The same thing is true in New York 
State, in which the Sullivan Law had 
been effective for several years. As I 
stated before, the ammunition manu- 
facturers are not out of sympathy with 
any method that will reasonably and 
effectively curtail crime. It has oc- 
curred to the manufacturers that the 
only manner in which that can be ac- 
complished would be a Federal License 
for firearm users, that is a Federal re- 
quirement that each prospective pur- 
chaser of a firearm should secure a 
license from the municipal authorities. 

“The second phase of the situation 
to which I referred, namely—the effect 
of economic conditions upon the con- 
sumption of ammunition involves a 
very large problem, a problem which 
is indeed hard for me to analyze in a 
few moments. Ammunition differs 
from other commodities in that its 
consumption is not seriously influenced 
or affected by adverse economic condi- 
tions. Last year there was a dropping 
off in the consumption of ammunition 
in the Southern States, but we have 
felt that this difference in the consump- 
tion was not a decrease in demand but 
rather resulted from restricted credit 
conditions. 

“During the early part of 1921 the 
average jobber in the Southern States 
anticipated that there would be a very 
serious decrease in the use of ammuni- 
tion throughout the South, and for 
that reason he did not specify for the 
same quantity of ammunition that had 
been contracted for in normal years. 
When, therefore, at the opening of the 
hunting season, there Was an enormous 
and, I might say, an immediate demand 
for ammunition, both the dealer and 
the jobber found themselves _short- 
stocked, and the manufacturer was 
called upon to make immediate deliv- 
ery at a time when he had not accu- 
mulated sufficient stock to care for the 
unlooked-for demand. For that reason 
there were a great many dealers who 
were not able to procure ammunition 
last fall. This year we are hopeful 
that, with the experience of 1921 as 
a criterion, and with the improved con- 
ditions in the South, with the improved 
credit conditions, together with the 
fact that the average jobber did not 
carry over as large a stock into 1922 
as he did in 1921, the jobbers will see 
fit to specify their requirements as 
definitely as possible and farther in ad- 
vance than was true of 1921, in order 
that manufacturers may not find them- 
selves unable to take care of their 
specifications to the extent that pre- 
vailed in 1921.” 
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President Pitkin then introduced 
W. P. Simpson of the Southern Supply 
and Machinery Dealers’ Association, 
who spoke on “The Most Pertinent 
Questions Before the Wholesale Hard- 
ware and Supply Distributors,” as fol- 
lows: 


Pertinent Questions Before Whole- 
salers 


“In thinking over the conditions con- 
cerning our business, both in supplies 
and hardware, it is only fair for you 
to know that I am somewhat more in- 
terested in the distribution of supplies 
and machinery than in hardware, out- 
side of the heavy hardware lines. There 
are so many economic questions that 
have come up that I have prepared a 
list of questions in which I believe both 
the hardware jobbers are interested 
as well as the supply distributors. The 
first question is whether we are or are 
not entitled to a proper return on our 
invested capital and for our individual 
efforts. The answer to that, of course, 
is obviously ‘yes.’ 

“The second is whether we are or 
are not engaged in a line of endeavor 
that is essential to the progress and 
prosperity of our southern country. 
The United States Government, through 
the War Industry Board, said during 
the war that we were. Gentlemen, it 
is incumbent upon us and incumbent 
upon our salesmen to convince the re- 
tailers, consumers and industrial plants 
that we do occupy an essential position 
as distributors. 

“Third, whether we have or have not 
proved ourselves to be competent mer- 
chants during the crisis we have been 
through and are still going through. 

“Fourth, whether we do or do not 
understand our merchandise cost when 
delivered from our warehouse stocks. 
If we understood our merchandise costs 
a little better, I doubt if some of us 
would have been selling bar steel and 
structural.and sheets at 5 cents per 
100 pounds over mill cost in carloads 
upon our tracks, as many of us have 
done. 

“Five, whether we do or do not give 
proper consideration to our cost of dis- 
tribution and fixed overhead expense. 
We have seen, in this southern coun- 
try, gentlemen, nails that cost about 
$2.90—-say, nails and wire that cost 
about $3.18—sold down on the New 
Orleans market and other markets at 
about $2.90 and $2.95. 

“Six, whether we are or are not con- 
ducting our affairs on a scientific and 
systematic basis or on the ‘hit and 
miss’ plan. 

“Seventh, whether our vision is or 
is not of sufficient scope to take in 
our industry as a whole. 

“Eighth, whether our vision is or 
is not inclined or limited to our indi- 
vidual affairs and strictly our own per- 
sonal interests. 

“Ninth, whether we do or do not 
believe co-operative efforts will raise 
the ethical standard of our profession. 

“Tenth, whether we have or have not 
lost faith in the integrity and moral 
honesty of our brother distributor. 
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“Eleventh, whether we conduct our 
business as calm, thinking executives 
and base our policies on sound business 
reason, or permit our judgments to be 
swayed by heresay gossip that is detri- 
mental to our business, both individu- 
ally and as a whole. 

“Twelfth, whether we are or are not 
conducting our respective establish- 
ments on a safe and sound business 
basis that will assist and improve the 
status of our affairs and tend toward 
stabilizing conditions in our entire 
southern country. 

“If we can answer ‘yes’ to all those 
questions, our convention has been a 
success.” 


The Closing Session 


The association met at 10 o’clock, 
Friday morning and was called to order 
by President Pitkin. 

One of the members called the atten- 
tion of the delegates to the unsatisfac- 
tcry experience he had had with ref- 
erence to the datings of invoices. The 
invoices, although dated, say, the tenth 
or fifteenth of the month, would not 
be received sometimes until ten days 
or two weeks afterward. When the 
terms were payment on receipt of in- 
voice or dating from that time, it 
resulted in a hardship on the jobber 
in not being able to get the benefit of 
the time properly coming to him in 
which to make the payment. This mem- 
ber stated that he was now keeping a 
careful check as between the date of 
invoice and its receipt and making an 
effort to have this irregularity correct- 
ed by the various manufacturers. 

President Pitkin stated that inas- 
much as the report of the executive 
committee had been accepted and ap- 
proved at a previous session, discus- 
sion of same would be dispensed with. 

Mr. Lee of Memphis, Tenn., was in- 
vited to address the convention on the 
subject of the exchange of surplus 
stocks. Mr. Lee said in part: 

“Mr. Donnan some weeks ago, it 
seems, was struck with the idea of my 
making this talk from having received 
copies of minutes of our little associa- 
tion which it was our pleasure to call 
the ‘Four States Jobbers’ Association,’ 
organized in November, 1920, for emer- 
gency purposes and composed of mem- 
bers of the Southern Jobbers’ Associa- 
tion strictly located in the Mississippi 
Valley, or in what we might term Mis- 
sissippi territory. He asked me to do 
this, I think, more to bring before you 
what co-operation means in the matter 
of the elimination of surplus stocks by 
exchange or by sale to other members. 
Of course, it is not necessary to go 
back and talk to you gentlemen about 
the conditions that existed before; you 
know them as well as I do. I don’t 
think you know them better, because 
we certainly felt the pressure of them. 
Our stocks were in bad condition and 
we were very heavy in some lines and 
light in others. 

“We conceived the idea that it would 
be beneficial to get our members in 
that immediate section together and 
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try and form an association that would 
co-operate closely. At our first meet- 
ing we had great success. There was 
some exchange of merchandise there, 
but comparatively little as related to 
that which did occur later. Of course, 
we discussed other matters, such things 
as cash discounts and other things of 
that kind, and credits, but the princi- 
pal discussion was in regard to the 
exchange of merchandise and the elimi- 
nation of surplus stocks. We first 
adopted a plan similar to that used 
by your general secretary, of sending 
out bulletins that were sent in by 
members to the secretary. In addi- 
tion to that, the secretary immediately 
after this meeting made a trip around 
the circuit and visited all of the mem- 
bers who were in attendance at this 
meeting. Upon that trip he sold goods, 
and he got the other fellow in the 
opinion of doing the same thing, and 
I know of many instances where good, 
big orders were exchanged, some of 
them amounting to more than carloads. 
The bulletin, however, was not such a 
success as we wanted it to be, and 
after a time, at another meeting, we 
appointed a committee to try and work 
out a better plan to handle this. 

“The work of turning out a plan was 
turned over to our secretary, Mr. 
Dougherty. He secured these books 
and it was left to my judgment, and 
I am sorry to admit that I made a 
mistake in getting them too small. 
However, this was corrected; the sys- 
tem is good. We selected a plain ring 
binder, loose leaf, of course, and we 
purchased in connection with that a 
number of blank sheets for each book, 
and sent these books to the members. 
To give it a good start, I worked out 
a form to write these surplus stocks 
in on the sheets, and took a lot of 
surplus and worked it in our own stock 
and copied it onto these sheets, putting 
them in the books. On the back of 
the book I inserted a sheet, giving the 
name and address of each of the mem- 
bers and the individual to whom mat- 
ters pertaining to this work should be 
mailed. That was for the convenience 
of the members, of course. These mem- 
bers all make their own sheets, of 
course. You understand that our as- 
sociation has no funds, there is no 
membership fee, no assessment. That 
being the case, the secretary, of course, 
could not be called upon to do much 
work; not what a paid secretary might 
do. These members sending the sheets 
direct to the various members elimi- 
nates a great deal of that. In addi- 
tion, it keeps before the other mem- 
bers, all the time for ready reference, 
under alphabetic file, all of the items 
reported by the different jobbers. We 
have several buyers in our store, and 
I have made it a point to keep this 
book before them, requesting them to 
always refer to it before purchasing 
any goods.” 

Mr. Lee then spoke of the importance 
of co-operation between the jobbers to 
bring about a success of his plan for 
exchanging surplus goods. He ex- 
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pressed himself as being well pleased 
with the working out of his plan by 
the zoning system, confining the mem- 
bership in one of these groups to a 
given territory. One of the advan- 
tages was that the freight rate to all 
parts of this territory from the fac- 
tories would be practically the same 
and it would not be a difficult matter 
to estimate the cost of the surplus 
goods. He favored the making of a 
price on the surplus goods that cov- 
ered the cost of delivery of the goods 
to the place of the concern that was 
offering them for sale; that he did 
not favor the idea of the concern sell- 
ing the surplus stock attempting to 
make any profit over the first cost of 
the goods. He said, further, that in 
some cases it might cost the buyers 
of surplus stocks a little more in 
freight than if the goods were shipped 
direct from the factory to their place 
of business, but he thought this would 
be more than covered in the prompt- 
ness of delivery and the ability to pur- 
chase in small quantities at probably 
carload rates. 

Mr. Dougherty, the secretary of the 
organization referred to, also spoke on 
the subject and dwelt upon the suc- 
cess of the plan and recommended it 
for adoption for the members. 

President Pitkin also spoke in favor 
of the zoning system referred to for 
the exchange of surplus stock. 

On motion of Mr. King, the execu- 
tive committee was requested to ex- 
amine into the plan suggested by Mr. 
Lee and Mr. Dougherty and make rec- 
ommendations to the members. 

J. P. Cole, vice-president of the Bid- 
dle Purchasing Company of New York, 
was invited to address the meeting on 
the general business situation. He 
said: 

“Mr. Lee said he did not think it 
was fair for a manufacturer, if he had 
an over-capacity for production, to pass 
the cost of over-capacity on to the 
production cost—an excessive, abnor- 
mal investment in their plant—on to 
the buyer nor to the consumer. In my 
opinion,” he said, “the manufacturers 
lost the greatest opportunity in the 
hardware business for many years on 
July 1 last. If they had taken the bull 
by the horns and reduced their prices 
based on their costs of 75 or 80 per 
cent reduction, I believe you gentle- 
men would have had much better in- 
ventories the first of the year. I be- 
lieve it would have stimulated business 
so we would be very far ahead of where 
we are to-day, and, strange to say, I 
also believe the manufacturer would 
have made more money, because he 
would have got his business up to a 
point where he could reduce his costs. 
It may be a surprise to some of you 
to know that many of our mills are 
operating at a capacity slightly larger, 
if anything, than any annual produc- 
tion before the war, and yet we think 
business is bad.” 

H. P. Cheneweth, Jacksonville, Fla., 
then addressed the convention on the 
subject of the next place of meeting 
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and spoke eloquently in favor of the 
convention going to Jacksonville, Fla. 
He was seconded in this sentiment by 
a number of the members. The matter 
was left to the executive committee for 
final action. At last reports it cer- 
tainly looked as if Jacksonville would 
be the next stop. 


President Pitkin Re-elected 


The committee on nominations recom- 
mended these officers for the following 
year: 

W. M. Pitkin, to succeed himself as 
president; G. A. Trumbull, first vice- 
president; L. M. Stratton, second vice- 
president; Mark Lyons, member of 
executive committee for three years; 
E. A. Lenoard, member of executive 
committee for four years. 

On motion of Mr. King, the report 
of the nominating committee was ac- 
cepted with the understanding that 
they be selected as officers for the en- 
suing year, and they were declared duly 
elected. 

Mr. Pitkin briefly addressed the asso- 
ciation and thanked them for the honor 
conferred upon him and for the con- 
fidence shown, and promised his best 
efforts for the ensuing year, and he 
urged that the different committees 
give active attention to their duties so 
as to assist him. 

Mr. Trumbull and Mr. Lyons also 
thanked the members for the honor 
conferred upon them. 

The auditing committee reported 
that they had found the records of the 
secretary and treasurer in good condi- 
tion and all the outlays were properly 
represented by vouchers, showing a 
satisfactory balance on hand. 


A Bunch of Good Resolutions 


Mr. Peden, chairman of the Com- 
mittee on Resolutions, read the follow- 
ing resolutions that were recommended 
by the committee for passage: 

“We, your Committee on Resolutions, 
beg to submit the following report: 
‘At this, the close of the Thirty-second 
Annual Convention of the Southern 
Hardware Jobbers’ Association, we wish 
to thank the good people of New Or- 
leans for their wonderful hospitality; 
the Mayor, for his address of welcome; 
also Governor Parker for coming to 
New Orleans to greet us and for his 
splendid address. 

“We desire to thank the manufac- 
turers for being with us in such a fine 
representation, and for their splendid 
addresses voicing a spirit of optimism. 

“To the management of the St. 
Charles Hotel we are due thanks for the 
courtesies and kind treatment; also the 
press of New Orleans for the publicity 
given of the work of our association. 

“Most especially will we voice the 
sentiment of the entire membership in 
thanking our worthy president for his 
untiring efforts in making our stay the 
most enjoyable of any of our thirty- 
two years of gatherings. 

“The entertainments provided have 
been pleasing to all. 

“We are indeed grateful to the ladies 
of New Orleans for their presence at 
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our different functions, for without 
them our pleasures would have been in- 
complete. We feel that this convention 
has been very profitable to all who have 
had the pleasure of attending it. 

“New Orleans and her good people 
have again lived up to their reputation 
of being one of the most hospitable 
cities of the South. 

“It was a pleasure to have our dear 
old friend Irby Bennett, so long chair- 
man of the entertainment committee, 
with us again.” 


Old Guard Elects 


The Old Guard held its annual meet- 
ing in the St. Charles Hotel, New 
Orleans, April 19, and reports indicate 
one of the best meetings in the history 
of the organization. The pleasure of 
the session was greatly enhanced 
through the ability of Irby Bennett to 
attend and mingle again with his old 
time friends. George Harper of the 
National Enameling & Stamping Co. 
was elected president. Secretary H. P. 
Boyd made the following comprehensive 
report: : 

“Mr. President and Gentlemén of the 
Association: 

“By the Grace of God we are per- 
mitted to meet again in convention as- 
sembled, and should be grateful for the 
privilege. 

“At the last meeting it was sug- 
gested that the membership committee 
might simplify their method of passing 
upon applications for membership, and 
I am pleased to state returns have 
come through more promptly this year. 
We were asked by the Railroad Com- 
mittee of the T. P. A. to exert our in- 
fluence at Washington to secure inter- 
changeable mileage books. We took this 
up with our representatives and were 
promised co-operation. 

“We regret the lack of interest of 


Coming Hardware Conventions 


PANHANDLE HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Ama- 
rillo, Tex., May 8, 9, 1922. C. L. 
Thompson, secretary, Canyon, Tex. 

SOUTHEASTERN RETAIL HARDWARE 
AND IMPLEMENT ASSOCIATION, com- 
posed of Alabama, Florida, Georgia 
and Tennessee. Convention and Ex- 
hibition, Chattanooga, Tenn., May 9, 
10, 11, 12, 1922. Walter Harlan, secre- 
tary, 701 Grand Theater Building, At- 
lanta, Ga. 

ARKANSAS RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Marion Hotel, Little Rock, May 16, 17, 


18, 1922. L. P. Biggs, secretary, 815- 
816 Southern Trust Building, Little 
Rock. 


CAROLINAS HARDWARE ASSOCIATION 
CONVENTION, Winston-Salem, May 17, 
18, 19, 20, 1922. T. W. Dixon, secretary- 
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President Pitkin called the attention 
of the convention to the fact that they 
had failed to elect a secretary-treas- 
urer. Thereupon Mr. King moved that 
John Donnan be selected as secretary- 
treasurer for the ensuing year. 

This motion was adopted. 

Mr. Donnan expressed his thanks for 
the honor conferred upon him in re- 
electing him to the position and pledged 
his best efforts for the association the 
coming year. 

On motion the convention adjourned, 
sine die. 


Harper President 


some of our members, and suggest that 
we should get together more often and 
take more interest in the affairs of the 
association. The records show that 
several of our members have never at- 
tended a meeting of the association. 
“We have lost by death four of our 
good customers and friends: John M. 


Gray, Sr... W. M. Crumley, W. A. 
Parker and R. W. Peeples. 

“We have elected three new mem- 
bers: Arthur H. Deveney, manufac- 


turer’s agent of Atlanta, Ga.; Arthur 
R. Webber, with H. B. Sherman Mfg. 
Co., Battle Creek., Mich., and John O. 
Beneke, Reading Hardware Co., Read- 
ing, Pa. 

“One of our charter members, W. W. 
Crandall, has retired from actual busi- 
ness and we rejoice with him in his 
success and hope he will live long to 
enjoy many years of well earned rest. 

“The Hand of Providence has fallen 
very heavily upon us during the past 
year, taking five of our worthy mem- 
bers to the Great Beyond. 

“John C. Campbell passed away at 
his home in Cincinnati, July 1, after 
long illness. 

“Thomas W. Gathright, at his home 
in Atlanta, Sept. 16, rather suddenly, 
although he had been failing for some 
time. 


treasurer, 717-18 Commercial Bank 
Building, Charlotte, N. C. 

LOUISIANA, RETAIL HARDWARE & IM- 
PLEMENT ASSOCIATION CONVENTION, 
New Orleans, May 22, 23, 24, 1922. R. 
D. Nibert, secretary, Bunkie. 

AMERICAN IRON, STEEL AND HEAVY 
HARDWARE ASSOCIATION CONVENTION, 
Washington, D. C., May 23, 24, 25, 
1922. Headquarters, Hotel Washing- 
ton. A. H. Chamberlain, secretary- 
treasurer, Marbridge Building, Thirty- 
fourth Street and Broadway, New York. 

MISSISSIPPI RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION 


AND EXHIBITION at Fair Grounds, 
Jackson, May 24, 25, 26, 1922. Head- 
quarters, Heidelburg Hotel. E. R. 


Gross, secretary, Agricultural College. 
NATIONAL RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Chicago, IIl., June 
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“J. H. Keating, at his home in Chi- 
cago, Oct. 16, after a protracted illness. 

“John A. Skiff, suddenly of heart 
failure in New Orleans, Dec. 5, while 
on a business trip. Our good friend 
Gus Baldwin took matters in hand and 
Mr. Skiff’s body was sent to his home 
in St. Louis for burial. 

“Chas. R. Wilcox died at his home in 
Baltimore Feb. 6. 

“Checks were sent to their bene- 
ficiaries and President Gould offered 
them the memorial. 

“President Gould approved _ the 
memorial for John A. Skiff and a check 
was sent to Mrs. Skiff to cover the 
same. 

“A few weeks ago when in Richmond, 
Va., your secretary called on Mr. 
Beers, the ‘Old Nestor’ of our associ- 
ation, and found him in fairly good 
health, but he thought it unwise to 
make the long trip to New Orleans. 
We all regret very much his failure to 
be with us. 

-“Our dear friend Irby Bennett is im- 
proving, and we are most pleased to 
have him with us the other day, and 
thank God for the privilege of his pres- 
ence. 

“T wish to thank you all for the many 
courtesies extended during my terms of 
office and bespeak for the association 
your continued interest and best efforts.” 


Election of Officers 

The following officers were then 
elected for the following year: George 
H. Harper, president; Fred M. Hug- 
gins, first vice-president, and Joseph 
H. Grubb, second vice-president. 

Executive Committee: Albert R. 
Sisson, chairman; Guy Mitchell, Arthur 
S. Jones, John J. Mapp, F. Herbert 
Smith, N. A. Gladding. Secretary and 
treasurer, R. P. Boyd, re-elected. 

The Old Guard now has a member- 
ship of ninety-five and four applications 
on file. The association is free from 
debt, and has a well maintained cash 
reserve. 
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19, 20, 21, 22, 23, 1922. Headquarters, 
Hotel Sherman. Herbert P. Sheets, 
secretary-treasurer, Argos, Ind. 

ILLINOIS RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, 
Hotel Sherman, Chicago, Feb. 13, 14, 
15, 1923. L. D. Nish, secretary-treas- 
urer, Elgin, Ill. 

New York STATE RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXPOSI- 
TION, Rochester, Feb. 20, 21, 22, 23, 
1923. Headquarters, Powers Hotel. 
Sessions and Exposition at Exposition 
Park. John B. Foley, secretary, City 
Bank Building, Syracuse, N. Y. 

NEw ENGLAND HARDWARE DEALERS’ 
ASSOCIATION CONVENTION AND EXHIBI- 
TION. Mechanics’ Building, Boston, 
Mass., Feb. 21, 22, 23, 1923. George 
A. Fiel, secretary, 10 High Street, Bos- 
ton, Mass. 
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The Friendly Road 


HERE are two kinds of men—the drifter 
T and the planner. The drifter does his 

work from day to day, and although the 
work is often well done, there is no definite end 
in view, no goal beyond the horizon to attain. 
When this man begins to find his hair turning 
gray he usually discovers that the future has a 
corresponding hue. The planner, however, is 
definite in his work. Each thing accomplished 
is but a step in the march to success and each 
step is carefully thought over. This is the type 
of man that eventually owns his own business- 
or holds a high position in someone else’s. 

* * * 


Always be on time to keep an appointment, 
particularly if it is a business appointment. In 
certain social circles it is regarded as fashion- 
able to be late to formal functions, but although 
this may go very nicely among the elite, it 
makes no hit with the business man. His time 
is worth money, and you have no right to 


waste it. 
* * * 


No individual—no class—no nation can guar- 
antee a standard of living. That standard must 
be the outgrowth of effort and determined by the 
united production of all people. 

* * % 


The man who compiled the income tax blank is 
certainly not a believer in the simple life. 
* * * 


Why is it that most of us are always neglect- 
ing the things we can do and putting our best 
efforts on the things we can’t do. 

Push success and not failure-—Saunders Nor- 


vell. 
* %* 


Have you ever regarded yourself in the na- 
ture of an investment on the part of your em- 
ployer? If you have never done so, do it now; 
take stock of yourself and see where you stand. 
If you are not a profitable and dividend-pro- 
ducing investment, take immediate steps to see 
that you may become classed as one. Otherwise 
the head of your firm may have an unpleasant 
surprise in store for you. 

* * * 


The most valuable man to a business is not the 
one who carries in his head the most statistics. 
Rather it is the one who knows where to get the 
desired information quickly whenever the need 
arises. 

The truly civilized man neither kicks, barks, 
bites nor growls. He leaves those animal traits 
to the kingdom of mules and dogs. 


Have faith in yourself, your employer and 
the business you are in and work hard and your 
faith will be justified in all three. The busi- 
ness will show the effect of your labor, your 
employer will recognize you as a valuable em- 
ployee and you will be a better man yourself. 

* * * 


In choosing a position do not always let your- 
self be influenced by the fact that it is success- 
ful. Many a man has turned down an oppor- 
tunity to associate himself with a small but 
growing concern founded upon sound princi- 
ples, in order to affiliate himself with a large 
organization where his identity becomes sub- 
merged. 

* * * 

Never judge a man’s brain power by the size of 
his hat. A dynamo is comparatively small, but it 
houses the power of mighty rivers. 

* * * 


Few men see clearly an issue which involves 
their own interests. Even the eye responds to 
the influence cf the mind. 

* * * 


Beware of the man who wastes words. It in- 
dicates a surplus of language and a shortage of 
thought. 


* * * 


Don’t envy the other fellow his success. Get 
on the job, work hard and consistently and 
with a definite purpose in view and you will not 
have time to be envious. Incidentally you will 


in time become an object of envy yourself. 
* * * 


Talent counts for a great deal in the battle 
of life, but when it comes to cashing in on 
something, the best thing in the world to be 
able to draw on is experience. 

* * * 


A single error denotes only the human side of 
a man; repeated errors denote carelessness and 
weakness. It is not the act but the habit that 


undermines. 
* %* * 


Any article, any hobby, any habit which causes 
more trouble than it gives pleasure is not worth 
keeping. 

* * * 

We hear a good deal these days about the 
unemployment situation and by that we mean 
the physically unemployed. Has it ever oc- 
curred to you, however, to consider the number 
of mentally unemployed who are at present 
receiving some employer’s money? Whatever 
you do, don’t join this class. 
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Knowledge of Your Trade Sells Refrigerators 








The Albany Hardware € 
Iron Co., Albany, N. Y., 
makes a strong bid for refrig- 
erator business, as may be seen 
by its exceptionally large stock 


HILE there is a slight ces- 

\ sation in the demand for 

refrigerators during the 
winter months, one might almost 
say that the sale of these house- 
hold necessities continues the year 
around. 

A goodly number of them are 
bought for Christmas presents, and 
then they may be forgotten for a 
month, but the first of February is 
not too early to get them out upon 
the floor and to begin advertising. 
February should find the hardware 
store with a complete line of the re- 
frigerator that it carries, in stock, 
and with some fine models in white 
and blue enamel, as well as oak on the 
floor ready to catch the earliest trade. 


Anticipating Customers’ Needs 

No store wants any white ele- 
phants left on hand at the end of the 
season, and in order to avoid this 
each merchant should cater to the 
demand of the locality in which he 
lives. Where the city store may find 
prospects for enameled boxes to 
match tinted walls, a line generally 
unprofitable for the small town 
dealer, the rural hardware merchant 
may need huge boxes which will ac- 
commodate quantities of butter and 





By LucILE MACNAUGHTON 


eggs, meats and cream, for his local 
trade. The best sellers must be 
watched, the needs of the community 
anticipated and the stock kept right 
up to the minute. 

The Bunting Hardware Co., Kan- 
sas City, Mo., finds it excellent busi- 
ness to handle a model of refrig- 
erators in three grades. In this way 
it is able to carry a guaranteed make 
of refrigerator, one that it can 
safely recommend and yet one that 
comes in prices to suit the various 
demands which will be made. 


Complete Line Carried 


There are the handsome refrige- 
rators in natural woods and in vari- 
ous colored enamels to match the 
finish of the kitchen or pantry. 
These are exceedingly high-priced 
and are for the exclusive trade. 
Then there are the medium-priced 
boxes for the average household and 
finally last of all a box that is within 
the reach of the customer with a 
very modest pocketbook. 

A line of refrigerators is carried 
for hotel trade. There are the tiny 
boxes suitable for kitchenette apart- 
ments. It is also necessary to carry 
top, front and rear icers. Many 
merchants now make it a point to 


Merchants Should Cater to 
the Needs of Their Localities 
—Opening the Season With a Sale 








Calls Attention to This Line 


carry or to be able to furnish the 
built-in and self refrigerating plants, 
which are coming more and more in 
demand. 

The purchasing agent has various 
sources for gleaning information as 
to the prospects of business for the 
season and should buy his stock of 
refrigerators accordingly. Of course 
every hardware man knows that the 
rapid turnover of stock is what is 
going to make money for him, and 
with the season for the largest sales, 
covering but a few months, it shows 
good management to have the stock 
of refrigerators as nearly right as 
possible with regard to the sizes 
most in demand. 

The sales books, kept by the sales- 
people to keep tab on their sales, are 
carefully watched by the merchan- 
dising man to see just which re- 
frigerators are selling the hest and 
then new stock must be procured to 
take their places. Of course orders 
may be taken, but this is not always 
satisfactory to the housewife. She 
is rather apt to let the final matter 
of buying go until she really has to 
begin taking ice, and then she wants 
the box sent home that very day or 
not at all. 
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The buyer or sales manager of 
this store finds it excellent business 
at the opening of a season in any 
line to assemble the sales force and 
go over the merits of the merchan- 
dise with them, give them an en- 
couraging sales talk and urge them 
to boost for bigger business. This 
friendly intercourse with the sales 
people brings them into a friendlier 
attitude toward the buyer. He un- 
derstands better what conditions 
they have to meet and shows them 
how to cope with troubles that will 
surely turn up in the day’s work. 
They know that the store is behind 
them in their problems, and not only 
the store but the factory, and so 
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and so much a month until it is en- 
tirely paid for. Many housewives 
who can pay cash, prefer to do busi- 
ness in just this way. Many are 
furnishing their homes and others 
have various reasons why they like 
the extended payment plan. This 
must be carefully devised and the 
first payment should be large enough 
to cover expenses if the housewife 
finds she cannot complete her pay- 
ments and has to return the box. 
There is a tendency among some 
hardware men to leave the re- 
frigerator business to the furniture 
man, but this is a big mistake. The 
housewife, especially one who is fur- 
nishing a new home, does not want 
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dealer in another line of business, 

The sales plan must be carefully 
worked out and the advertising be. 
gun at the crucial moment for bring- 
ing in the best returns. It is very 
good business to open the season 
with a big special sale, a sale in 
which you do not offer a reduced 
price, but in which you offer the 
customer a premium or gift of kit- 
chen furnishings, items to the value 
of $5 to $10, for that particular 
week. 

In this way you start the season 
with a big sale of refrigerators, 
make the salesmen all feel good, and 
you are also able to form a fair 
opinion of the prospective business 
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This window is such an excellent example of a complete tie-up of articles needed for keeping cool in summer that it almost gives 


one a chill to look at it. 


they all feel encouraged to pull to- 
gether for increased sales. 

As a refrigerator is an expensive 
article, the average customer may 
not want to invest the entire sum at 
once. In such cases it is often good 
policy to arrange a time payment 
plan with a reasonable amount down, 


a worth while display 


to go from store to store to pick out 
an ice box here, a washing machine 
or fireless cooker there and a stove 
over yonder. She likes to see them 
assembled in one place and buy them 
in one place. So the hardware man 
will lose a lot of business if he lets 
refrigerator sales slip over to some 





Refrigerators in a number of sizes, drip pans, water coolers and ice cream freezers combine to make 


there is at hand for the ensuing sea- 
son. In order to make this sale a 
big success, the advertising plan 
must be carefully worked out, the 
stock must be in perfect order and 
all the salesmen and women on the 
alert to make a goodly number of 
sales. 


Washing Machines—Plus Marks—Equals Sales 


ERE’S a unique stunt that 

ought to help you sell more 
washing machines, Mr. Hardware 
Dealer. 

The Edmunds Electric Company, 
Fort Wayne, Ind., to stimulate the 
sale of washing machines gave 1000 
German marks with each machine 
sold during a certain month. 


The ad telling about this stunt 
read like this: 

“Do You WANT TO MAKE AN 

INVESTMENT? 

“If you do, here’s one on which 
you can’t lose. 

“We are going to give ONE 
THOUSAND MARKS (German cur- 
rency) with each electric washer we 


sell this month. Before the war, 
1000 marks were worth $240, and 
here’s your chance to get this de- 
preciated currency for nothing and 
hold it for a comeback of the Ger- 
man nation.” 

One thousand marks would cost 
you about a dollar or so. 

Wouldn’t this stunt help you? 
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Practical Advice 


Joseph Kussner, Milford, 
Conn., Carries a $500 
Stock of Wall Paper and 
Turns It Over Four 
Times a Year by Means 
of Information 
Given to Customers and 
Attractive Window 
Displays 


ILFORD is a pretty lit- 
M. tle Connecticut town 
situated on the Boston 
Post Road almost midway be- 
tween Bridgeport and New Ha- 
ven. The total population num- 
bers considerably less than 5000 
people, according to the latest 
census reports. Milford has three 
hardware stores, movies and the reg- 
ular run of retail business found in 
American towns of that size. 

One of the most interesting stores 
in Milford is undoubtedly the estab- 
lishment of Joseph Kussner, who 
three years ago succeeded the Mil- 
ford Hardware Co. Kussner’s store 
is a splendid example of what effort 
and attention will do for a smaller 


A close-up of the Kussner wall paper department. 


HARDWARE AGE 


Brings Wall Paper Profits 


This shows the way in which Joseph Kussner obtains an effective display by 
combining wall paper and paints 


sized establishment in the smaller 
cities. He keeps well varied stocks 
and considers himself not merely a 
hardware merchant, but instead a 
doctor of hardware. He is in busi- 
ness to make money, of course, but 
he feels that in his capacity as a re- 
tail merchant it is up to him to ad- 
vise honestly the best purchases for 
his customers. 

The wisdom of this service is well 


is very little ordering by sample 


evidenced in the results and methods 
employed by Doc Kussner in his wall- 
paper and paint departments. He 
feels that these two lines have some- 
thing in common and frequently 
makes up combination window dis- 
plays such as the one shown in con- 
nection with this article Mr. Kussner 
says that a customer in the market 
for interior paints, or varnishes, is 
unquestionably in a mood for general 


























The paper is stored in open bins and although a limited stock is carried there 
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interior improvements about the 
home. This always opens the con- 


versation to push wallpaper and he 
makes the most of it. 


Wall Paper Sales Total $2,000 


His wallpaper department is up- 
stairs, where he carries stock valued 
at about $500. He has four turn- 
overs per year, doing about $2,000 
worth of business at a nice profit. 

The wallpaper department consists 
of open work bins large enough to 
accommodate rolls of paper and a 
sales table with samples of the stock 
carried. The table is wide enough 
and long enough to permit unrolling 
of the wallpaper. This plan gives the 
customer a clear view of what it will 
look like at home. Mr. Kussner 
keeps two or three manufacturers’ 
sample books on hand, but does not 
make a practice of showing them un- 
til after his stock on hand has failed 
to awaken the interest of the pros- 
pect. He keeps a good looking vari- 
ety of stock and is usually successful 
in selling his man. 

Mr. Kussner understands the art 
of applying wall paper and gives his 
customers careful advice and _ in- 
struction of this nature. He shows 
them the best type of brush to use 
and explains the method of making 
the paste by mixing flour and water. 


Helping the Customer 


The reason for temporarily with- 
holding the complete sample book 
in this instance is obvious. Given 
200 or 300 designs the prospect is 
bewildered and ends by not buying 
at all or by selecting a pattern that 
is not in stock. It is impractical for 
a store of this size to carry more 
than thirty odd wall paper designs 
and the business cannot be handled 
successfully without ready stock. 
A person intending to spruce up the 
home usually sets aside a certain 
couple of days for the work and 
often buys the articles with which to 
do it the evening before getting 
down to work. This makes it hard 
to secure in sufficient time any pat- 
terns not carried. 

Mr. Kussner always finds out which 
room of the house is to be papered 
and devotes his sales efforts and dis- 
play of samples accordingly. He 
says that a well selected paper in 
the room will attract attention, and 
if the person does the work with- 
out professional aid the visitors are 
sure to hear about it. The next 
thing on the program the visitors 
decided to try the same thing and 
buy the paper and brushes from 
Kussner’s. 

The same attention is given to 
paint customers even though they 
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come in for a 25-cent can of green 
paint. Mr. Kussner draws them out, 
learns the color of the interior wood 
work and suggests repainting and 
then brings out the selected color 
paddle or sample board. 

The paint stock of this store 
amounts to $2,000 or more at all 
times. Three and sometimes four 
turnovers are made in the year. 
These figures are based on the 
records kept for the year 1921, 
January to December inclusive. Re- 
sults for the year 1922 are sure to 
stack up much better, as Mr. Kussner 
finds the first four months of the 
present year far ahead of last year’s 
business for the same period. 


Worth While Displays 


Mr. Kussner makes the most of his 
windows, using cut-outs and set-ups 
furnished by manufacturers. He has 
only one window, but it is of good 
size and is deep enough to give a 
good impression to passing resi- 
dents. Mr. Kussner has had direct 
proof that his windows when proper- 
ly dressed sell goods for him. He was 
found it true with practically every 
line handled. He has also found that 
a good window not only brings busi- 
ness in during the display, but also 
finds that people remember good 
windows several weeks and often 
ask for an article that was shown in 
the window “about three weeks ago.” 

The paint department of this store 
is on the first floor on the right-hand 
side. As you enter the store you are 
greeted by a display of color pad- 


Stand for Displaying 


Garden hose is at best a difficult 
thing to display and with this in mind 
we are submitting a home made fixture 
to use in displaying it. This has the 
particular virtue of being able to dis- 
play several kinds of hose, nozzles and 
other hose accessories at the same time. 

This display stand has a straight 
which makes right angles with the base. 
The supports which hold the reels o1 
hose are inclined at an angle and are 
fastened to the base and back. The 
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dles and with the information that 
you are entering the paint depart- 
ment where a certain brand of paints 
and varnishes is sold. 

Mr. Kussner prides himself in be- 
ing a paint doctor as well as a gen- 
eral doctor for hardware needs. 
People have come to look to him for 
suggestions on color schemes as well 
as for the quantity of paint re- 
quired. The sale of paints or wall 
paper not only bring profits to the 
store, but enable customers to fix 
up their homes more economically, 
giving them the money to buy other 
articles. 

In this Milford store you will find 
a complete paint and brush depart- 
ment and the proprietor never lets 
a paint customer escape without buy- 
ing a brush. And in addition he al- 
ways reminds them of his stock of 
wall paper. He believes that a com- 
bination paint and wall paper win- 
dow is a good plan to try occasion- 
ally. The wall paper may be par- 
tially unrolled and used as a back- 
ground for the paint display. 


Good Season for Sales 


The present season of the year 
presents excellent opportunities for 
wall paper sales. Families are mov- 
ing into new homes and even where 
there has been no moving there are 
numerous repairs going on. Rooms 
are being papered and painted and 
both paper and paints are needed. 
The hardware merchant who is sup- 
plied will be sure to reap the benefits 
of the season. 


Hose and Accessories 


reels themselves are put upon gas pipe 
and are held in place by means of 
hooks instead of by inserting the sup- 
porting the pipe through holes in the 
framework. As will be seen in the side 
view there is bracing which runs from 
each hook to the base or back as the 
case may be. The shelves which may 
be seen between the reels of hose may 
be used for displaying nozzles, con- 
nections, sprays, garden seed and other 
articles. 
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Reaching $45,000 a Year in Cutlery Sales 







Ludlow & Squier of 


Newark, N. J., Contend 


That Up-to-the-Minute Displays 
Are Responsible for This Record 


—The Four Seasons for Cutlery 


lines makes it possible for Lud- 

low & Squier, Newark, N. J., to 
turn over a $15,000 stock of cutlery 
three times a year, William J. Mor- 
row advertising manager and win- 
dow designer at Ludlow & Squier, 
told a HARDWARE AGE reporter re- 
cently. 

Cutlery sales this year, Mr. Mor- 
row said, are better than they were 
a year ago. He attributed this to 
the fact that business conditions are 
generally better than they were last 
year, and also to the more attractive 
prices that prevail for most cutlery 
items. 

Displays Sell Cutlery 


The most essential thing to do in 
order to sell goods of any descrip- 
tion, Mr. Morrow believes, is to dis- 
play them. There is always a corner 
in one of the Ludlow & Squier win- 
dows reserved for cutlery. There 
are certain lines, however, such as 
wire goods, heavy hardware, and so 
forth, which are displayed at differ- 
ent times and with which cutlery 
would be inappropriate. When such 
displays are installed in the Ludlow 
& Squier windows cutlery is not in- 
cluded. But whenever a display of 
housefurnishings, for instance, is 
arranged cutlery is given a large 
proportion of space. A display of 
kitchen utensils without paring 
knives, spatulas, butcher knives, 
seraping knives, forks and medium 


(Fines mak up cutlery with other 
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cook knives 


sized general utility 
would be incomplete. 

This suggests an idea which some 
merchants have already used to ad- 
vantage in connection with kitchen 
ware displays. As a matter of fact 
a few manufacturers have already 
placed on the market assortments of 
kitchen or domestic science knives, 
so that a good deal of the work the 
dealer was formerly forced to do if 
he desired to sell knives in assort- 
ments is now no longer necessary. 
Most of the domestic science sets 
now on the market are packed in 
cartons so that a woman can see 
their value at a glance. Many mer- 
chants have found that they sell 
more kitchen cutlery by making a 
selection of ten or twelve different 
knives and offering them to a cus- 
tomer at a single price than they 
ever did by allowing the customer to 
make his or her own selection, which 
takes a good deal of time and re- 
quires the attention of both customer 
and salesman. 

Cashing in on Wireless 

This same idea can be carried still 
further to the advantage of customer 
and dealer alike. The country is 
wireless mad at present, and many 
dealers carry in stock what is known 
as an electrician’s knife. Even those 
who do not stock electricians’ knives 
have large and popular sized jack- 
knives which are sometimes used for 
wire work. Dealers who sell radio 
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can couple cutlery to it and increase 
sales. Put your electricians’ knives 
and some large jack-knives in with 
your electrical goods especially near 
the radio equipment, and then direct 
the attention of your customers to 
them. It’s worth trying, anyway. 
The Four Cutlery Seasons 

There are four periods during the 
year when cutlery sales should nor- 
mally be good. The first is the 
Christmas holiday season, the second 
is the Thanksgiving season, the 
third is the month of June, when 
many appropriate gifts for the June 
bride may be found in the cutlery 
showcase, and the other is the sum- 
mer vacation period, when every man 
and boy needs something in the way 
of a pocket knife or razor before go- 
ing away to the mountains or sea- 
shore. This latter period should also 
be a good time for many dealers to 
push scissors and shears, so that 
their women customers won’t forget 
to take away with them such things 
as cuticle scissors, embroidery 
scissors, nail files and general utility 
scissors. 

The importance of attractive win- 
dow displays during these four 
periods, Mr. Morrow stated, cannot 
be overestimated. In conjunction 
with window displays, Ludlow & 
Squier as a hardware firm does a 
good deal of newspaper and street 
car advertising. The value of this 
advertising, according to Mr. Mor- 
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row, is that it keeps the firm name 
before the public, and induces a num- 
ber of people to visit ‘'e store who 
ordinarily would nev ecome Cus- 


tomers. 
Store Arrang. +: 1 
A word or two anee s’ be ap- 
propriate regarding ih. arrange- 
ment of the store ‘itself, as will be 


seen from the photographs the cut- 
lery is displayed on panels and in 
showcases. The cutlery dep. tment 
at the Ludlow & Squier store .: on a 
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of knives and forks, both steel and 
silver plated, and by the varied as- 
sortment of pieces on the panels in 
back of the crystal case. Most of 
the stock is kept behind the panels 
and in drawers below the panel 
cabinets. 

Perhaps that is one of the reasons 
why Ludlow & Squier has a triple 
yearly turnover on a $15,000 stock. 
The merchandise is well displayed, 
and a customer entering the store in- 
voluntarily pauses an instant to look 
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have their own compartment, flanked 
by the safety razors and special 
sharpening and honing devices. The 
pen-knives are arranged according 
to price, the jack-knives according to 
price, size and style, the scissors 
according to style and size, the silver 
plated ware according to the way in 
which it looks best in the case, and 
so on down the whole list. 
Demonstrations of sharpening sets 
are sometimes held by salesmen on 
or near the cutlery case. Demonstra- 
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Showing the manner in which Ludlow & Squier display cutlery. The complete line is sampled in glass-covered wall panels. The 
greater part of the stock is kept behind the panels and in drawers below them 


customer’s right hand the moment 
he enters. 
attracted by the sparkle and glitter 


at some of the details. There is no 


various articles. The straight razors 





tions of this nature always revive in- 


His eye is immediately alien mixing and grouping of the terest and stimulate sales, especially 


in cutlery. 


New England Iron and Hardware Association Dinner 


Col. Charles R. Gow, president, As- 
sociated Industries of Massachusetts, 
was the guest of the New England Iron 
and Hardware Association at a meeting 
held Tuesday evening, April 18, at 
Young’s Hotel, Boston. Col. Gow was 
iu charge of the erection of the govern- 
nent base at South Boston during the 
war, which was constructed in record- 
breaking time. At the association 
meeting he was introduced by Fred 
L. Avery, president. The subject of 
his talk was “Some Economic Aspects 
of Today’s General Industrial Situa- 
tion.” 

In substance, Col. Gow stated that 
much of the dissatisfaction and unhap- 
piness existing to-day is due to the 


failure of people to comprehend eco- 
nomic developments that have brought 
about the present situation. He be- 
lieves that much of the unrest to-day 
can be traced to the progressive move- 
ments in recent years to benefit and 
uplift the working classes. Such move- 
ments, in his opinion, have developed 
class consciousness, in some instances 
to an offensive degree. 

The theory that a man is entitled 
to a living wage is unsound. There 
is a rapidly growing class of people 
to-day that believes society owes it a 
living. Different people have figured 
out different sums that constitute a 
living wage—from $1,200 to $2,600, the 
latter sum being stated recently before 


the Railroad Labor Board. Col. Gow 
said that if a man is entitled to a 
living wage, why stop at $2,600? Why 
not make it $10,000, or any other large 
sum? He believes that if production 
is low, wages should should be low. 
Those who would substitute social 
equality must shoulder the responsibil- 


ity. The thing we must do to-day is - 


to convince the great mass of people in 
this country that the existing evil can- 
not be rectified by taking $1 from one 
man and giving $1 to another. We must 
create wealth before we can benefit 
from it, We must work harder; pro- 
duce more; and pay our war debts be- 
fore we can establish the economic 
basis existing prior to the war. 
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The Modern One-Stroke Roman Alphabet 


is the time to 


Paint! 
With 
Lucas 
Tinted Gloss 
OutsideWhite 











six lessons on modern show- 

card writing, explaining in 
detail the simple process of how to 
create legible show cards. 

For this series the writer has 
taken the popular one-stroke Roman 
alphabet which is the standard of 
all others for quick and effective 
lettering, covering both the upper 
and lower case letters. 

The beginner should bear in mind 
that the term one 
stroke implies 
that each letter 
is constructed by 
a series of three 
or more single 
strokes and that , 
the elements are 
not “built up” 
with a small 
brush using many 
strokes as in the 
pioneer days of — 
show card writ- ™ = 
ing. 

In learning | 
anything which | 
may at first seem | 
difficult there are 
three cardinal 
qualities which 
should be pos- 
sessed by the be- 
ginner. These 
are desire, cour- 
age and applica- 


T's is the first of a series of 
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The First of a Series of 


Six Lessons Which 
Discuss This Style of 


Lettering in Detail— 


Some Suggestions 


Regarding the Use of 


Illustrations and Methods 


Used in Laying-Out 
Show-Cards 


By JOSEPH BERTRAM JOWITT 


must have the desire to learn, for 
while artistic ability is beneficial, it 
is not at all essential to the begin- 
ner’s success in learning to write 
show cards. Secondly, we must have 
courage and faith in ourselves to 
carry on and accomplish what hun- 
dreds of others with less opportunity 
have done, never allowing ourselves 
to even think of defeat. And last, 
but by no means least, comes applica- 
tion, for practice alone makes per- 


Modern Show Card Roman~ Ist-Lesson. 
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fect. Particularly is this true in 
learning show-card writing. There 
are many things in life from which 
we may derive a great deal of pleas- 
ure and profit; show-card writing is 
one of them. Modern tools, instruc- 
tions and show-card supplies have 
placed this important business aid 
within the range of the average 
hardware salesmen. 


This alphabet is divided into 
groups of four or more letters in 
order to cover 


each letter fully 
and not expect 
the beginner to 
concentrate on 
too many letters 
at one time. 
Before attempt- 
ing to make the 
perfect letters, 
the beginner 
should become 
familiar with the 
practice strokes, 
these being the. 
necessary el- 
ements used in 
constructing the 
four perfect let- 
ters shown’on the 
plate. First come 
the left and right 
oblique strokes. 
Then the upright 
or perpendicular 
strokes, then the 


cc 





tion. 
First of all, one 


Chart showing in detail the manner in which the first four letters of the one-stroke 
Roman alphabet are made 


circular and cres- 
cent strokes. The 
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lighter strokes were executed with 
the tip end of a number 12, red 
sable, show-card brush. The heavier 
strokes were done with the same 
brush after flattening it out and us- 
ing the full length of the hairs. 
These strokes were all made in the 
direction in which the arrows point 
and the numbers indicate. 

One of the difficulties the begin- 
ner generally encounters is to keep 
his letters upright, and for this rea- 
son alone it is best to confine his 
first practice to the elementary 
strokes. 


Lower Case Letters Simpler 


The lower case letters are much 





‘Athletic 


Goods 


comply with 
all the rules. 











Another example of the effectiveness 
of illustrations 


more simple than the upper case or 
capital letters, for the reason that 
fewer strokes are necessary to con- 
struct them. They should extend 
above and below the main guide line 
one-third their width (see diagram). 
Take the lower case letter a for ex- 
ample. This letter requires but 
three strokes to complete it. The 
letter b needs but two single strokes 
and this is also true of the letters 
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c and d. Of course it requires a 
little finishing touch here and there 
to sharpen the terminals and give 
each letter a more finished appear- 
ance. 

The reader’s attention is directed 
to the free-hand practice strokes at 
the bottom of the plate which is 
about the best exercise the begin- 
ner can take in order to acquire the 
show-card writer’s “swing.” Pro- 
cure an old piece of wrapping paper 
or newspaper and try this out, hold- 
ing the brush as you would a pencil, 
using a free-arm movement without 
resting the hand or arm. It’s very 
much like scribbling. 


Pictures Improve Appearance 


It is astonishing what an attrac- 
tive picture will do to improve the 
appearance of a show card. An ar- 
tistic picture such as the “Commun- 
ity Plate Bride” immediately trans- 
forms the plainest kind of a card 
and makes it so attractive that its 
merchandising value cannot be lost. 
And all this is so simple. HARDWARE 
AGE publishes many appropriate 
illustrations every week. Use a 
small pair of scissors in cutting 
these out, and library paste will do 
for pasting them to the show card. 


Making a “Mask” 


Successful show-card writers are 
generally systematic. Speed is their 
objective and they believe in the 
plan of “letting your head save your 
heels.” When a dozen or more price 
tickets or show cards of the same 
size are required, it is advisable to 
make what is known as a cut-out or 
“mask.” This saves the time re- 
quired to lay out and rule by hand 
the guide lines or spaces where the 
lettering goes. In order to help the 
beginner get a clear idea of just 
what a cut-out or “mask” looks like, 
a chart is shown herewith illustrat- 
ing how simple the process is of lay- 
ing out, ruling and cutting one. 
The original measurements of this 
chart are 14 x 22 in., or what is 
known as a one-half sheet. First a 
2-in. border is drawn around the 
edge of the card in pencil. Draw an 
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upright line through the center, then 
proceed to draw as many horizontal 
lines as will be necessary to accom- 
modate the largest amount of read- 
ing matter the width of these lines, 
and space for price being determined 
also by the quantity of wording to 
go on the card. For instance, if 
more guide lines are required on one 
card than another, the mask may be 
moved upward and downward over 
the card to be ruled. As long as the 
cards are the same size the ruled 
lines are sure to be straight. 

In cutting out the black spaces, 
use the point of a penknife which 
should be kept sharpened by oc- 
casionally stropping on a piece of 
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Type of “mask” to use in laying out 
show-cards 


carborundum stone kept for this use. 

It will be found much easier to cut 
if the knife is held on a slant, as in 
beveling. 

If a little “V” is cut in-the center 
of every other space the pencil will 
pass into these when ruling and this 
will denote the exact center of card 
so that the lettering may be spaced 
accordingly. 


Telling Why Your Store Is Ricwinae Goods Headquarters 


OW many of your employees 

have fishing for their hobby? 

How many of your employees are 
crazy about baseball? 

It would be an easy matter to find 
out how many of your employees are 
fishing enthusiasts and to then pre- 
pare an ad or window card reading 
like this: 


“WHY FISHERMEN LIKE TO BUY 
SUPPLIES HERE. 

“Sam Peck and Will Roger of this 
store are some fishermen. They 
spend every possible opportunity 
fishing. And talk about your tall 
tales—they sure tell ’em. Come in 
our store and listen to them talk. 
They’ll wait on you in the fishing 


goods department. And notice this 
wonderful line of fishing tackle.” 
Such advertisements would per- 
sonalize and individualize the store, 
would attract fishermen, sport lov- 
ers, lodge members and so on to the 
store, would please the employees 
and would, by doing all these things, 
appreciably stimulate business. 
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EDITORIAL COMMENT 


The “Why” of the Trade Convention 


HE trade convention never stood upon a 
firmer basis than it does to-day. It has 
passed the experimental stage, the 

amusement stage and the luxury stage. To-day 
it is an investment, a necessity. It represents 
the outgrowth of a real business need. 

The reasons for the remarkable growth of the 
convention idea are not difficult to find. We 
know that the ultimate success of any business 
hinges upon the ideas, ideals and efforts of the 
man who controls its policies. If he is narrow, 
the measure of success attained will naturally 
gage itself to the span of his mind. As he 
broadens, new channels open and from a greater 
vision comes a greater residue of profit. The 
very nature of a trade convention makes it one 
of the greatest broadening influences of modern 
business. 

No man can expand to his capacity so long 
as his mind plays continually with the toys of its 
own making. A single factory of thought can- 
not meet the competitive demand for all that is 
newest and best. No individual or firm that de- 
pends entirely on internal stimulus can hope to 
attain more than a minimum of success. Two 
heads are always better than one. 

In one sense at least there is no such thing as 
a self-made man. We are all moulded by contact 
with others, and without that contact there is no 
growth. Interchange of experiences alone justi- 
fies the trade association and the trade conven- 
tion. The fact that the majority of those who 
regularly attend conventions are big successful 
business men is proof positive of this assertion. 

It is a lamentable fact that there are still some 
hardware merchants who do not attend conven- 
tions—some who are still imbued with the one- 


idea spirit that denotes the one-man store. The 
merchant of this type has so entangled himself in 
the petty details of his business that it seems an 
impossibility for him to leave it, even for a few 
days, without disrupting the entire organization. 
That in itself is the best possible argument for 
his attendance. ) 

When a man’s business is in such shape that 
he cannot leave it, he needs help and needs it 
badly. Other merchants go to conventions, care- 
free and radiating success. They can and will 
gladly give him the key to that success. There is 
no greater slave in the world than the business 
man burdened with the detail shackles of his 
own forging. | 

Strange as it may seem, there are still a few 
merchants who hold mistaken ideas in regard to 
conventions and other activities. They consider 
a convention as a sort of theatrical or cabaret 
performance—a vacation excuse for those who 
want recreation. Nothing could be farther from 
the truth, as a study of any state or national 
hardware convention program will prove. 

A modern trade convention is a gathering of 
earnest, ambitious, progressive merchants, each 
of whom is giving his full measure and _ receiv- 
ing his full measure of profit. It represents 
business at its best. 

As merchants, you owe to your business the 
best that can be put into it. You owe to your cus- 
tomers the greatest real service you can render 
commensurate with the profits entailed. The 
bank of your resources in this regard is your 
trade convention, and it is up to you to deposit 
in proportion to the checks to be drawn. 
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Here’s a “ Lighten the Housework” Campaign 


Late Spring and Karly Summer an Ideal Time to 
Feature Labor-Saving Hardware Specialties— 


Suggested Advertising Campaign 


S in the spring a young man’s 
A fancy turns to lighter thoughts, 

so in the warm days of early 
summer, the housewife’s thoughts are 
concerned with ways and means of 
gaining more leisure through doing 
less housework. 

Housework which is accepted as 
routine in winter becomes irksome 
when. days come along which invite 
one out in the open—the tree-bordered 
streets, the parks and’ playgrounds. 

Therefore, now is the time when ap- 
peals made to the housewife on labor- 
saving devices get an interested hear- 
ing. That is the reason why we have 
prepared in advance for you this 
“Lighten Housework” campaign and if 
you see that these ads get into your 
local papers toward the later part of 
this month and during June, you will 
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S The housewife who 
owns an electric toaster 
and a grill can prepare a 
a quick meal without flus- 
ter or inconvenience. 
eS Furthermore, a  sub- 
stantial meal may be pre- 
pared right at the table. 
These handy devices are 


just the thing for the 
lighter meals that 


“Lighten Housework 
This Summer’’ 


Buy | an Electric 
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warmer weather makes 
popular. 
= Finely finished, reason- 
Le) ably priced. Let us show 
¥ you the many dishes they 


enable you to prepare. 


Jones Hardware Co. 


*“The Complete 


Hardware Store’’ 2 
BeSeessascess 


1—The housewife learns through this ad 
that it is not necessary to be tied to a 
stove in warm weather 
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find that they will give your specialty 
lines a big boost. 

The idea of this campaign is to tie 
up to a selling idea—the idea of making 
housework easier and as the ads are 
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“Lighten Housework 
This Summer’”’ 


Electric Irons 
Are Great 
Labor Savers 


When you have an 
electric iron you do away 
with all the trouble inci- 
dent to ironing the old 
way. f 

You need no fire, you s 
don’t have to wait for 
irons to heat, you need 
not change irons. Your 
kitchen is cool, and when 
your ironing is done, 
your expense stops. 

Then consider the con- 
venience and ease of the 
electric iron. Always an 
even heat. Let us show 


you one. 8 
{ 


Jones Hardware Co. 


““The Complete 
Hardware Store’’ ve 


Q 
2—The difference between the old way of 
ironing and the electric way is clearly 


pointed out 


run as a series, it will require but few 
insertions to drive the thought home. 
Because each ad ties up to this idea, 
it is made more appealing. The house- 
wife is shown how to reorganize her 
work in every department—washing, 
cooking and cleaning. We have never 
seen the idea of advertising labor-sav- 
ing devices worked out on this line, and 
we believe that the hardware merchant 
who sees the value of covering every 
phase of housework which involves 
more or less tiresome tasks and gets 
behind this campaign as we suggest 
will find that in pointing out to the 
housewife an easier path, he will make 





a considerable increase in sales of the 
articles advertised. 


In reading over the text of these ads, , 


you will notice that little or no attempt 
is made to describe the articles adver- 
tised. What the copy aims to do first 
and foremost is to sell the housewife 
the idea of easier housework and more 
time for recreation. Once this is ac- 
complished, the sale is virtually made. 
An ad describing an electric iron in de- 
tail may fail to make sales but let one 
housewife tell another about the con- 
venience and labor-saving an electric 
iron makes possible and she is inter- 
ested. That is the appeal you will find 
in each of these ads. 

Of course, every ad is flexible and 
you may add prices, a cut, or any other 
matter you may think desirable, even 
to including a descriptive paragraph 
on the particular article featured. But 
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“Lighten, Housework 
This Summer” 


Cook Meals 
While You 
Are Absent 


That’s the way the 
modern housewife finds 
time to get more enjoy- 
ment out of these early 
summer days. 
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A fireless cooker works 
while you’re away, saves 
you hours over the stove 
and insures a_ perfectly 
cooked meal. 
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There are several styles 
to choose from—suitable 
for small or large fami- 
lies. Let us explain this 
great invention to you. 
Come in today. 
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Jones Hardware Co. 


‘“The Complete 
Hardware Store’’ 


3—How to spend more time in the open and 
yet serve substantial meals is the message 


of this ad 
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‘“‘Lighten Housework This Summer ’”’ 







Vacuum Cleaners Save 
Back-Breaking Hours 


Are you one of those housewives who are still using 
old-fashioned methods? Perhaps you have not real- 
ized the many hours of labor a vacuum cleaner will 
save you during a week. 


Don’t let another week go by without looking over 
our line of vacuum cleaners. We will show you a 
cleaner that works efficiently, never gets out of order 
and one which will clean furniture, draperies and walls 
as well as rugs and carpets. 

Reasonably priced and sold on conveniennt terms. 
Come in today. 


Jones Hardware Company 
‘The Complete Hardware Store”’ 


4—Eztra hours of tiresome labor are par- 
ticularly irksome in fine weather—this 
copy tells how to avoid them 
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be sure to place this descriptive copy 
at the bottom of the ad in smaller type 
so that it does not interfere with the 
main presentation. 

In selecting the devices to be fea- 
tured in these ads, we were governed 
by the thought of representing the 
three principal phases of housework— 
cooking; cleaning, and washing, with 
which we include ironing. Therefore, 
we have two ads on washing and iron- 
ing, two on cooking and one on clean- 
ing. The items featured are washing 
machines, electric irons, vacuum clean- 
ers, fireless cookers and toasters and 
grills. 

Some substitutions might be ar- 
ranged in case you do not handle all of 
these items. Carpet sweepers could be 
substituted for vacuum cleaners, elec- 
tric ironing machines for irons, glass 
and aluminum ware for toaster and 
grill. However, we believe most hard- 
ware dealers will be able to use every 
ad and the items selected for the cam- 
paign will make the strongest appeal, 

All the items have the appeal of com- 
fort and convenience and the washer, 
vacuum cleaner, iron and fireless cooker 
are real labor savers. 

Because vacuum cleaners and wash- 
ing machines are the higher-priced 
items, we have devoted more space to 
these two ads. We would suggest a 
schedule of three ads a week—two 
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“Lighten Housework This Summer ”’ 


Now is the Time to Start En- 
joying a Washing Machine! 


This is the time of year to start doing your washing 
A washing-machine will do your 
wash not only without back-breaking drudgery but it 
will do it better and quicker, leaving you more time to 
get out in the open this fine weather. 

One of our washers may be bought on convenient 
terms and once you try it, 
It makes you independent of washer- 
women and also makes it unnecessary 


A demonstration in our store will show you how well 
cleanse clothes 
quickly the work is done. 


Jones Hardware Company 
‘*The Complete Hardware Store’’ 
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singles and a double. For dealers 
using weekly papers, we suggest two 
singles and a double each issue, run in 
different parts of the paper. 

The cost of the entire campaign is 
comparatively small, even for dealers 
using papers of fair circulation for 
three of the ads are singles and the 
other two, short doubles. 


Second Winchester Convention 
in June 


The second annual convention of the 
National Association of Winchester 
Clubs will take place in New Haven, 
Conn., June 26, 27, 28 and 29. There 
are more than 4,000 Winchester deal- 
ers in the United States, and it is ex- 
pected that at least 2500 of these deal- 
ers and their families will be in at- 
tendance. It is understood that Win- 
chester is sparing no effort to make 
the coming convention an outstanding 
event, greater if possible, in every way 
than the first national convention which 
was the largest affair of its kind ever 
held in the United States. 

An extensive program is being ar- 
ranged by the Convention Committee 
which will provide for business ses- 
sions, tours of the Winchester plant 
and a series of attractive entertain- 
ment features for both men and women. 








5—Washinag and washerwomen are the 
bane of howsekeeping and this ad offers 
a real solution of the problem 
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Leroy 5. Starrett Passes Away 


Founder and President of L. S. Starrett Co., Dies at 
St. Petersburg, Fla., April 23—Was Eighty-six Years of Age 


[oe S. STARRETT has passed 
on. His life ended on Sunday morn- 
ing, April 23, at St. Petersburg, Fla., 
just two days short of eighty-six years. 

With his passing, industry lost one 
of its foremost builders, and mankind 
a benefactor. Mankind will find in- 
spiration in years to come by a study of 
this man’s life and work. Not because 
his name is a by-word this earth over, 
but because the story of his career is 
founded on simple yet forceful princi- 
ples, and like all that ring true, makes 
fascinating reading for all who desire 
to go forward during life. 

Aside from that obtained in the coun- 
try schools of China, Maine, where he 
was born April 25, 1836, Mr. Starrett 
obtained his education in meeting con- 
ditions and obstacles as they confronted 
him. Early in life he left the farm, 
obtaining employment in a machine 
shop in Newburypert, Mass., just over 
the New Hampshire line. He did not 
remain long here for work was slack, 
but the seed of inventive and construc- 
tive genius was planted, to spring into 
productivity in later years. 

He returned to the home farm. Nine 
years later found him in possession of 
a 600-acre dairy farm, and the country 
with an internal war on its hands. The 
products of his farm went to feed the 
army at the front. On rainy days Mr. 
Starrett worked out mechanical prob- 
lems in a little shop built in his barn. 
Then came a period of inflation, and an 
opportunity to sell out his interests at 
a good profit, which he did. 

Returning to Newburyport, a shop 
with power was leased, mechanics em- 
ployed and the manufacture of a food 
chopper and other things of his own in- 
vention was begun. Shortly afterward 
control of his business was sold to the 
Athol Machine Co., Athol, Mass., but 
Mr. Starrett continued the management 
of its affairs. Subsequently, however, 
he resigned. 

In 1868 he came to Athol, where he 
combined his business with the Athol 
Machine Company in order to manufac- 


Robert H. Illingworth Dies 


Robert H. Illingworth, for some 
years a director and vice-president of 


the Crucible Steel Co. of America, 
Pittsburgh, died on April 24, at his 
residence in Newark, N. J. He had 


been associated with the Crucible com- 
pany in various capacities since the 
time it was organized in 1900, having 
been one of the large owners of the 
Benjamin Atha and Illingworth Steel 
Co., at Newark, which was absorbed by 
the Crucible company, and is now 
known as the Atha plant of that com- 


ture his own inventions. For ten years 
he was general agent and superinten- 
dent of the concern, then resigned to 
begin manufacturing mechanical tools. 

Starrett tools were first made in 
1880, when Mr. Starrett hired a single 
room in the shop of Bennet & Van Bal- 
kenburg, where the Starrett plant now 
stands. 

As his extreme age indicates, he en- 
joyed play as he did work, but with 

















Leroy 8. Starrett 


moderation. Nothing gave him greater 
pleasure than lasting benefactions. One 
has but to walk about the streets of 
Athol to realize to what extent he so 
enjoyed himself. He erected and built 
and gave various buildings, as well as 
land holdings that mankind might de- 
rive greater pleasure in living. He 
used his influence to bring other indus- 
tries to Athol so that employment for 
more workers might be provided. 

A man of clean and simple habits, 
he was a strenuous supporter of every 
movement for the moral welfare of the 
people who worked and lived with him. 
Personally, Mr. Starrett was a.most 
kindly and amiable man, and he entered 





pany. Mr. Illingworth was regarded 
as an expert on high speed steels and 
on armor piercing projectiles. He was 
sixty years of age. 


Wadsworth, Howland & Co. 


Expands 
The Wadsworth, Howland & Co., 
Inc., Boston, paints, last Thursday 


evening dedicated a new four-story ad- 
dition to its plant in Malden, Mass. 
The offices of the company will con- 
tinue at 139-141 Federal St., Boston. 


heartily, as long as his health per- 
mitted, into local society. Like most 
big men of to-day and yesterday, Mr. 
Starrett appreciated the value of sur- 
rounding one’s self with able business 
associates. His list of such includes 
not only directors, but office chiefs, shop 
bosses and superintendents. 

An incident during his early life 
serves well to illustrate Mr. Starrett’s 
keen realization of the value of im- 
provements. About the time he became 
the owner of the dairy farm, mowing 
machines made their first appearance. 
He bought the first one used in his 
neighborhood, paying $75 for it. Older 
farmers said they preferred waiting to 
see how young Starrett’s machine 
turned out, before investing. He not 
only cut his own grass, but that of sev- 
eral of his neighbors, unable to secure 
labor due to the shortage caused by 
the war. With the war-time inflation 
of everything, his mowing machine the 
next year had a book value of $125, so 
his neighbors still refrained from buy- 
ing and Mr. Starrett still profited by 
employing it in work for others. The 
following year the machine had a book 
value of $175, according to the selling 
agent, but the Starrett machine was 
sold at auction for $80. It had paid for 
itself each year he used it. 

In addition to his connection with the 
L. S. Starrett Company, Mr. Starrett 
was treasurer and practically the owner 
of the Athol Machine Company, and 
was interested financially in the Union 
Twist Drill Company. 

In politics Mr. Starrett was a staunch 
Republican, and for many years was a 
heavy contributor to national campaign 
funds. He never aspired to public of- 
fice, attending strictly to his growing 
business. In Athol he was a leader in 
the town’s philanthropic work. 

In 1861 he married Lydia W. Bartlett 
of Newburyport. She died in 1878. 
Three daughters survive. They are the 
wives of Frank A. Ball, Williard G. 
Nims and Marshall B. Waterman, all 
connected with the Starrett Company. 


Edward T. McNulty Resigns 


Edward T. McNulty, formerly su- 
perintendent of the Yorkville, Ohio, 
tin plate mills of the Wheeling Steel 
Corporation, Wheeling, W. Va., has 
resigned to become general manager of 
the recently organized Charceal Iron 
Products Co., which will take over and 
operate the plant of the Griffiths Char- 
coal Iron Mills at Washington, Pa., in 
the manufacture of charcoal iron tin 
plate. Mr. McNulty is qualified by 
long experience for the position he now 
occupies. 
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Office of HARDWARE AGE, 
239 West 39th Street, 
New York, April 29. 

OBBERS in the New York terri- 
] tory entertain the belief that 
a prices have temporarily reached 
bottom. The next six months, they 
believe, will bring about a number of 
small advances and possibly shortages 
in such items as screen cloth, poultry 
wire, builders’ hardware and certain 
lines of carpenters’ tools. 

Dealers in this territory are at pres- 
ent buying larger quantities of season- 
able goods, and the interest during 
the past week in hardware staples of 
all kinds was very active. 


Among the leading items in demand 
are builders’ hardware, garden tools, 
screen cloth and radio equipment. Very 
few dealers have large stocks. Weather 
conditions have retarded jobbers’ sales, 
and many seasonable items have not 
as yet been in demand. Lawn mowers 
became active during the past week 
for the first time this season, Interest 
also developed in garden hose and 
sprinklers. 


There is a certain amount of appre- 
hension among some of the local job- 
bers about the possibility of shortages 
in screen cloth and steel goods gener- 
ally. It is also believed by some au- 
thorities that if the market opens up 
for builders’ hardware the way indica- 
tions point, there will be acute short- 
ages in many items. Manufacturers, 
it has been pointed out, have been 
working only on orders in hand, and 
there is relatively little surplus stock 
at the source of supply. 

Primarily because of the late sea- 
son, which has delayed the sale of sea- 
sonable goods, jobbers have had to 
extend credit to many dealers, and it 
is said that collections are fair. 

Price changes during the past week 
were not numerous, which some au- 
thorities regard as a significant indi- 
cation that a temporary low price level 
has been reached. 

Jobbers report the following price 
changes: 

“Red Seal” and “Columbia” dry bat- 
teries have been reduced one cent each. 

Electric bells have been reduced by 
some local jobbers approximately 5 
per cent. 
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All machine screws have been ad- 
vanced 20 per cent by most of the local 
jobbers. The prevailing market quo- 
tation is now 60 and 10 per cent. 

Carriage bolts have been advanced 
10 per cent and are now being quoted 
by local jobbers at 50, 10, 5 per cent. 
Market quotations on lag screws are 
60, 5, 5 per cent. 

“Universal” aluminum percolaters 
have been reduced one dollar off list 
each, effective April 25. 

“Universal” aluminum tea pots have 
been reduced $1.75 off list each, effec- 
tive April 25. 

Automobile Accessories.—Increased 
demand featured this line during the 
past week. Jobbers report that the 
season is opening well. Prices at the 
present time are apparently very firm; 
stocks ample. 

Awning Rope.—Little interest is be- 
ing manifested for this line at present. 
Prices are steady. 

Jobbers’ quotations, f.0.b. New York: 

Awning rope, 3/16 in., 37c. net per Ib.; 4 
in., 36c. per Ib. net: 5/16 in., 36c. per Ib. net. 

Bolts and Nuts.—Carriage bolts ad- 
vanced during the past week 10 per 
cent. Consistent interest holds for all 
items listed under this heading. Job- 
bers’ stocks are reported to be in good 
condition. 


Jobbers’ quotations, f.o.b. New York: 
Square nuts, No. 50, per Ib., 4 in., 19c.; 


5/16 in., 18¢c.; % in., 16c.; 7/16 in., 15c.; 

\, in., 13c.; 5 in., 12¢c., and % in., lle. 
Common carriage bolts, % by 6 and 

smaller, 50, 10, 5 per cent; longer and 


thicker, 50, 10, 5 per cent. 

Machine bolts, % by 4 and smaller, 60, 10 
and 5 per cent; larger and thicker, 60, 10 
and 5 per cent. 

Semi-finished hexagon nuts, 9/16 and 
smaller, 80 to 80-10 per cent; larger and 
thicker, 75 per cent. 

Tinners’ rivets, 60 per cent. 

Hexagon machine screw nuts, iron, new 
list, 50 and 10 per cent; brass, 4/32-14/20, 
75, 10 and 5 per cent, new list. 

Lock washers, 50 per cent. 

——— bolts, steel, bright finish, 
cent. 

Iron rivets, 60 per cent; 
rivets, 40 per cent. 

Stove bolts, 80, 10 per cent. 

Lag screws, 60, 5, 5 per cent. 


Builders’ Hardware.—Activity fea- 
tures this line, although weather con- 
ditions are unfavorable. Rumors of 
possible shortages persist. Price ten- 
dencies are very “bullish.” Local stocks 
are reported “fair.” 


Jobbers’ quotations, f.o.b. New York: 
Cylinder front door sets, wrought bronze 
metal, escutcheons 10% x 2% in., inside 


60 per 
solid copper 


7 x 2% in., three paracentric keys, dull 
brass finish, $6.88 each. Antique copper, 
$6.88 each. Bit key front door sets, wrought 
bronze metal, escutcheons 10% x 2% in., 
swivel spindle, three nickel keys, dull brass 
finish or antique copper finish, $2.64 each. 
Mortise lock sets, wrought steel, escut- 
cheons, 7 x 2% in., knobs 2% in., one set in 
«u box, finish dull brass or antique copper, 
$7.70 per doz. Case lots, 5 doz., $6.49. Co- 
lonial sectional handle set for residence 
front door, wrought bronze metal, outside 
handle and cylinder inside knob and escut- 
cheon, with turn knob lock, 54% x 3% in., 
dull brass finish, $8.25 each. Bathroom 
sets, operated by thumb knob, nickel plated, 
steel knob and escutcheon, 88c. per set. 
Bronze knob and escutcheéon, $1.36 per set. 
Glass knob, bronze escutcheon, $2.09 per set. 

Glass push plate for swinging doors. 
3 x 12 in. bevel edges, square corners, bored 
for screws, $4.13 per doz. Wrought steel 
push plates, round corners, 2% x 10 in., 
dull brass or antique copper finish, $1.72 
per doz. 

Store door handles, 


wrought steel, plate 


x 12 in., dull brass or antique copper, 
$2.48 per set. 
Same, with plates 34% x 14% in. and 


handle for each side of door, same finishes, 
$2.48 per set. 
Upright rim locks, cast iron, 4 x 3% in.. 
escutcheon and screws, $2.06 per doz. 
Casement fasts, cast iron dull brass mor- 
tise stripe, right or left hand, 1 x 1% in., 
$1.49 per doz. 


Cultivators.—Suburban builders are 
reported to have placed early orders 
for cultivators at various prices. Out- 
of-town business is characterized by 
local jobbers as “good.” Prices are 
firm. 


Jobbers’ quotations, f.o.b. New York: 

Cultivator, 3 forged steel prongs, can be 
used as a hoe, weeder, etc., 4-ft. ash handle, 
$5.78 per doz. net. Same. with wheel plow 
uttachment, detachable handle, 5 
steel prongs, 4%-ft. ash handle, 
doz. net. Cultivator, with adjustable steel 
parts, 4 teeth, cold pressed, malleable iron 
socket, polished hardwood handle, 4 ft 
long, $9.08 per doz. net. Garden cultivator, 


18-in. wheel, with 1%-in. tire, consists of 
mold-board, sweep, reversible bull tongue 
rake and wrench, $2 each net. Garden 
cultivator, 24-in. wheel, % x \% in. rim 
cultivator, sweep, reversible shovel. 1% x 
3% x 11l-in. rake and wrench, $2.35 each 
net. 


Grass Hooks.—Interest during the 
past week for these articles was slug- 
gish. Inquiries, however, are said to 
be numerous. 


Jobbers’ quotations, f.o.b. New York: 
Grass hooks, Little Giant, $5.35 per doz 
Village Blacksmith, $5.65 per doz. Lighten- 


ing, $4.50 per doz. English Plain Back, 
No. 2, $5.70 per doz. English,Plain Back, 
No. 3, $6.10 per doz. English Riveted Back. 
No. 3, $7.70 per doz. 


Hose Clamps and Couplings.—Firm 
prices, fair stock, mild interest char- 
acterize this market. 


Jobbers’ quotations, f.o.b. New York: 

Brass hose clamps, for %-in. hose, 42¢ 
per doz. Steel hose clamps, for %-in. hose. 
37c. per doz. Clinching hose couplings for 
5g-in. hose, $2.65 per doz. Wrought brass 
hose couplings for %-in. hose, $1.45 per 
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doz. For 5-in. hose, $1.45 per doz. For 
4¢-in. hose, $1.45 per doz. 

Hose Reels—More active buying 


was reported for hose and hose acces- 
sories during the past week, prices 
are apparently stable and stocks sat- 
isfactory. 


Jobbers’ quotations, f.o.b. New York: 

Hose reels, all metal with channel steel 
frame, cast iron wheels, 9-in. corrugated 
steel drum, steel arms, enameled green and 
black, capacity 100 ft., 3%4-in. hose, $25.25 
per doz. net. Same with steel rope, elec- 
trically welded together, japanned, galvan- 
ized steel drum, diameter of wheel 21% 
in., length of handle 28 in., capacity 100 ft. 
of garden hose, $30 per doz. net. Same, 
all metal tubular frame, corrugated, gal- 


vanized steel drum, tubular steel wheels, 
enameled green, height of reel 21 in., capac- 
ity 100 ft., $42 per doz. net. Same, with 


height of reel 24 in., 100 ft. capacity, $48 


per doz. net. 

Lawn Mowers.—The first real activ- 
ity of the season. featured this line 
last week. Jobbers report that more 
interest is being shown in lawn mowers 
of all types this year than last, because 
of more attractive prices and also be- 
cause of the fact that most retail stocks 
are very low. 

Jobbers’ quotations, f.o.b. New York: 


Lawn mowers, 3 blades, adjustable bear- 
ings, 8-in. side wheel, finished in pea green, 


gold striped, 10-in., $5 each net; 12-in., $5 
each net; 14-in., $5.30 each net; 16- -in., $5. 60 
cnch net; 18-in., $5.95 each net. Ball bear- 


ing lawn’ mowers, 3 blade, adjustable bear- 
ings, 18-in. drive wheel, finished in gold, 
aluminum and blue, 12-in., $6.35 each net; 
14-in., $6.70 each net; 16-in., $7.05 each net; 
10%4-in. raised open drive wheel, 4 tem- 
pered steel blades, reel 6-in. diameter, fin- 
ished in aluminum, gold and green, red and 
ee. striped, $9.25 each net. Same, 16-in., 
$9.75 each net: same, 18-in., $10.25 each 
net; 20-in., $10.85 each net. : 

(Grass catchers, wire frame, adjustable 
heavy iron bottom, white duck, for mowers 
12 to 16-in., $10.53 per doz. net. Same for 
mowers, 16 to 20-in., $13.13 per doz. net. 

Nails. 
vanced nails 10c. per keg during the 
past week. There is still a good deal 
of speculative interest active in the lo- 
cal market. Until recently most of 
the larger houses have been selling 
nails at a very close margin, which 
is the reason attributed for the advance 
that has just been made. 

Jobbers’ quotations, f.o.b. New York: 

Wire nails, $3.35 base, per keg. Cut 
nails, $3.90 base, per keg. Coated nails, $3 
to $3.15 base. per keg. Wire nails and 
brads, in small lots, 75 to 10 per cent off 
list. 

Roofing nails, per 
vanized, and $5.25 
1 x 12. 

Naval Stores.—Up to the time of 
going to press no new feature has de- 
veloped in the naval stores market. 
Local buying is still limited to small 





100 Ib., $7.25 for gal- 
plain. This applies to 


quantities. Price changes continue to 
fluctuate from day to day. 
Prices to dealers, f.o.b. New York: 
Turpentine, in bbl., Sic. to 90c. Rosin, 
on the basis of 280 ib. to a bbl., B ade, 
$5.15 to $5.20: D to I grades, $5.20 to $5.25; 
40 to $5.30; M, $6.05; WW, $7.30 to 


Pruning Shears.—Jobbers report bet- 
ter buying interest and more general 
interest in this and all garden tool 
items. 

Jobbers’ quotations, f.o.b. New York: 

Pruning shears, cast iron, steel blades. 
coppered wired coil spring, $4.65 per doz. 
net. Same, with malleable handle, flat 
springs, $8 per doz. California pattern, 
9-in. size, $8 per doz. Same nickel plated. 
$14.70 per doz. Ladies’ model, nickel plated 
shears, $13.40 per doz. 


Poultry Netting Staples—The de- 


HARDWARE AGE 
mand for staples is exceptionally 
active. 
Jobbers’ quotations, f.o.b. New York: 
Poultry netting staples, 10-lb. boxes, 7c. 
per lb. In 100-lb. kegs, $5.75 per keg. 


Rope and Twine.—Erratic conditions 
still prevail in the rope market. Buy- 
ing activity is sporadic. Prices are 
firm. 

Jobbers’ 


quotations, f.0.b. New York: 


Manila rope, No. 1 grade, 18c. to 19%%c. 
per lb. Hardware grade, l6éc. per lb. Sisal, 
No. 1 grade, 15c. per lb.; sisal, No. 2 grade, 
13c. per lb. Bolt rope, 20c. to 22c. per Ib. 

Lath yarn, 13c. to 15ec. per lb. Jute wrap- 
ping twine, 20%4c. to 2514c. per lb. India 
hemp twine, No. 6, 16c. to 18c. per Ib. 

Screens and Screen Doors.—Activity 
featured this line during the past week 
to a larger extent than has prevailed 
at any time this season. There are 
rumors of price changes, although no 
authentic information seems to be ob- 
tainable. Jobbers, when questioned, 
say that if any price changes are made, 
they will be in the nature of advances. 


Jobbers’ quotations, f.o.b. New York: 
Continental screens No. 1833, $5.05 per 
3, $5.80 per doz.; 2433, $6.20 per 





20 per doz. ; 
; ; 50 per doz, 
_ Competitor screens, No. 
, $4.80 per doz.; 3, $5 
per doz. 
All metal re = 15, 4 .40; No, 18, 
$6; No. 24, $7.05; No. 39, $9.5 
Screen diet ne iscnmiaaiaale 3/6 x 


2837, $7.65 per 


, $4.30 per doz. ; 
80 ah doz.; 4, $6.25 








No. 241, $18.14; No. 281, $1930: No. 288 G, 


$24.60; No. 314, 
all per doz, 


$27.50; No. 457 G. $22.65, 


Screws.—All machine screws have 
been advanced by a majority of the 
local jobbers, approximately 20 per 
cent. Consistent interest prevails. 

Jobbers’ quotations, f.o.b. New York: 

Wood screws, iron bright, flat heads, 
S214 per cent; iron bright, round and oval 
head, 80 per cent; iron blued, flat head 
(add 5 per cent to a net amount of in- 
voice), 8214 per cent; iron blued, round 
head, 80 per cent; brass flat head, 7714 per 
cent; brass round and oval head, 75 per 
cent. Extra discount quoted by local job- 
bers is 20 per cent. 

Machine screws, 60-10 per cent. 

Sereen Cloth.—This is probably the 
most active single line, with the excep- 
tion of radio equipment, in the New 
York market. Certain amount of ap- 
prehension is being expressed by local 
jobbers and dealers by the _ possible 
shortage. Local stocks are not at pres- 
ent large enough to meet the demand. 
f.o.b. New York: 

12 mesh, $2.15 per 100 


Jobbers’ quotations, 

Black screen cloth, 
sq. ft. net. 

Sereen cloth of white satin finish and 
double zine coated after weaving, 12 mesh, 
$2.64 per 100 sq. ft. Same, 13 mesh, $4.40 
per 100 sq. ft. 

Bright galvanized screen cloth with cop 


per selvage, 12 mesh, $4.25 per 100 sq. ft 
14 mesh, $4.50; 13 mesh, extra heavy, $5.75. 
Spading Forks.—<Activity features 


this line at steady prices. 


Jobbers’ quotations, f.o.b. New York: 

Spading forks, 1l-in. angular tines, steel 
eap ferrules, 5 tines, wood D handle, bronze 
finish, $21.40 per doz. net. Same, 5 tines, 
malleable D handle, bronze finish, strap 
ferrule, $19.20 per doz. net. Same. 4 tines, 
414-ft. handle, bronze finish strap ferrule, 
$12.15 per doz. net. 


Sprinklers._There is practically no 
interest at present for sprinklers be- 
cause of the unfavorable weather con- 
ditions and the lateness of the season. 

Jobbers’ quotations, f.o.b. New York: 


Galvanized sprinklers. 4-qt.. $6.35; 6-qt., 
$7.35; 8-qt., $8.15: 10-qt., $9.85; 12-qt., 
$10.65; 16-qt., $13.45; all per doz. net. 


Roofing Paper.—Most of the local 
jobbers report that a very substantial 
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business is being done in this line. 
Prices are very firm and stocks are 
said to be in fairly good shape. 


Jobbers’ quotations, f.o.b. New York: 

Roofing paper, 35-lb. roll, 79c. per 
45-lb. roll, $1.30 per roll; 58-lb. roll, 
per roll. 

Hard felt, 60-lb. standard roll, $1.49 per 
roll; red sheathing paper, 36 in. wide, 500 
sq. ft. in a roll; 25-lb. roll, 50c. per roll, 
and 30-lb. roll, 75c. per roll. 


roll; 
$1.70 


Trowels.—These articles, along with 
all other garden equipment, are in ex- 
cellent demand, especially in suburban 
districts. Prices are expected to re- 
main firm. 

Jobbers’ quotations, f.o.b. New York: 


Ladies’ flower trowel, heavy one-piece 
steel blade, 544-in., half polished and enam- 


eled maroon, stained handle, 85c. per doz. 
net. Garden trowel, t-in. tinned steel 
blade, black enameled handle, riveted tang. 


75e. per doz. Florists’ trowel, heavy solid 
steel, t-in. blade, half polished, riveted 
shank, hardwood handle, $1.15 per doz. net. 


Garden trowel, one-piece heavy cold-roll 
steel, 1144-in. over all, blue finished, $2.15 
per doz. net. English pattern garden trowel, 


6-in. forged steel blade, emg S and enam- 
eled, length over all 131, in., $2.25 per doz. 
net. Garden trowel, 6 in., solid socket 
forged steel, full polished, grip handle, 
36.75 per doz. net. 

Turf Edgers.—The same condition 


prevails for these articles as mentioned 
about trowels. 


Jobbers’ quotations, f.o.b. New York: 

Turf edger, cast steel blade, bronzed 
finish shank, 4%4-ft. handle, socket style, 
$10.25 per doz. net. Same, shank style, 


$9.20 per doz. net. 

Window Glass.—As_ building _in- 
creases, demand for window glass in- 
creases proportionately. The present 
market: is very firm and the demand 
quite active. 


Prices to retailers, f.ob. New York: 


A single, 84 to 87 per cent; B single win- 
dow glass, 85 to 88 per cent; A double, 85 
per cent; B double, 87 per cent. List of 
March 1, 1913. 

Wire Goods.—-Poultry netting is in 
very active demand and local stocks 
are reported to be fairly well depleted, 
although jobbers report that they ex- 
pect additional supplies within the 
next few days. Rumors of price ad- 
vances are current. 

Jobbers’ quotations, f.o.b. New York: 

Poultry netting, galvanized after weav- 
ing, factory shipment, 50, 5 per cent; from 
New York stock, 45 to 50 per cent. Poultry 
netting, galvanized before weaving, factory 
shipment, 59-10-5 per cent. 

Square mesh wire cloth, 2 x 2, 
stock, $4.75 to $5 per 100 sq. ft. 

Wireless Equipment.—The demand 
still exceeds the supply, and many new 
forms of apparatus are being contin- 
ually introduced on the market. Subur- 
ban dealers report business in this line 
to be more active than any of the sea- 
sonable merchandise which they handle. 


P. S.—The Warren Axe & Tool Co., 
Warren, Pa., announces that the recent 
rumor covering a reported 5 per cent 
reduction on their line of axes was 
unfounded. 

Mann Edge Tool Co., Lewiston, Pa., 
reports that the rumor of a 10 per cent 
reduction on their line of axes is in- 
correct. 

Richmond Cedar Works, New York 
City, inform us that the reported 10 
per cent reduction on their army pails 
and iron oak pails was never made, 
nor have they any contemplated change 
in view. 


New York 








UMI 





May 4, 1922 


Office of HARDWARE AGE, 
1505 Otis Blde., 
Chicago, Ill., April 29. 
T is reported that over $100,000, 
| 000 worth of new structures are 

under way, or will soon be started 
in and around Chicago. The building 
permits issued last week numbered 322 
against 114 for the same week a year 
ago. Labor difficulties are lessening to 
some extent and there is a general im- 
provement in the labor situation. Re- 
ports from nearby towns show con- 
siderable activity and there is a re- 
sumption of a number of plants that 
have been idle for some time. Busi- 
ness in these towns is reported to be 
considerably better. 

A gathering of statistics has shown 
a general tendency of manufacturing 
plants to move into the Mississippi 
Valley. The location of raw materials 
and fuel is said to be responsible for 
this. While the East still leads, the 
Middle West has made _ tremendous 
gains. 

The coal and steel situation still 
continues to hold the most interest. 
For a time it was thought that the 
scarcity of coal would force some of 
the mills to curtail production. While 
some of them have been inconvenienced, 
announcements are being made that 
the independent mines will be able to 
keep up enough of a supply to enable 
the mills to take care of their large 
bookings. Steel prices have gone up 
and interest in coal is no longer quiet. 
The demand continues good and prices 
on all grades are strong. Mills are 
hanging out “help wanted” signs in 
many centers. There seems to be 
plenty of unskilled labor but not enough 
semi-skilled. It is stated the leading 
interest in the Chicago district started 
the week at 86 per cent of capacity. 
The scrap iron market has been un- 
usually active, as the supply does not 
seem to equal the demand. 

Hearings in the “Pittsburgh Plus” 
case are continuing and will probably 
be extended into June before all evi- 
dence is submitted. The Chicago 
Tribune has recently adopted the abol- 
ishment of the “Pittsburgh Plus” as 
one of the planks of its platform. 

Mercantile agencies report the trend 
of business, in general, as being better, 
and although the progress is uneven it 
is decidedly improving. The basic in- 
dustries are gaining, and buying is still 
within prudent limits with prices under 
firm control. As a whole, buying is 
being confined to actual wants, but 
future orders are being placed with a 
good deal of confidence, as dealers do 
not want to experience shortage when 
their seasons open. All around there 
is a tendency to hold prices firm and 
stabilize conditions as a solid founda- 
tion for subsequent recovery. 

Local interests and houses connected 
with or supplying merchandise and 
material for the building operations in 
this district are more than satisfied 


HARDWARE AGE 
CHICAGO 


with the business they are doing. How- 
ever, distributors who rely a lot on 
country trade report that sales last 
week did not show increases over the 
previous week. This is logical, due to 
the fact that this section has not yet 
recovered from the excessive wet spell 
and it takes some little time to get 
started again. 

Considerable activity has been re- 
ported in the sale of tire stocks on the 
different exchanges and the rumor is 
current that advances to be put into 
effect May 1 were responsible for the 
increased buying at better figures. 
There were no important price changes 
in this territory last week. 

Automobile Accessories. — Business 
in these lines is very satisfactory, and 
both city and country business is ahead 
of last year. More country business 
was expected and trade is considered 
backward from these territories, prob- 
ably due to the weather conditions. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 46 Reliable jacks, $2.65 each; 
lots of 10, $2.55 each; twin-cylinder foot 
pumps, $1.35 each; doz. lots, $15; Simplex 
jacks, No. 36, $1.75 each; doz, lots each, 
$1.60; Weed chains, single lots, 25 per cent 
discount; doz. lots, 3344 per cent discount; 
gray inner tubes, 30 x 3%, $1.35 each: red 
innertubes, 30 x 3%, $1.90 each: Bethle- 
hem spark plugs, 36c. each; Bethlehem 
spark plug, mica type, 60c. each; Bethlehem 
spark plug, standard porcelain type, 58c.: 
Splitdorf plugs, 58c. each; lots of 100, 56c. 
each; Splitdorf plugs, special for Fords, 
50c. each; lots of 100, 48c. each; Champion 
X plugs, 45¢c. each; lots of 100, 43c. each; 
Champion 0 plugs, 53c. each; lots of 100, 
50c. each: Hercules Giant, 69c. each; Her- 
cules Junior, 35¢c. each. 

Axes.—There is very little current 
business. Fall prices are quoted and 
orders for fall delivery are coming in 
good volume. There has been no change 
reported in prices locally. 

We quote from jobbers’ 
Chicago: First quality single bitted un- 
handled axes, 3 to 4 Ib., $11 doz. base: 
double bitted, $16 doz. base; good quality 
black unhandled axes, same weight. single 
bitted, $10 doz. hase; single bitted handled 
axes, $11.75 to $19 per doz.. according to 
quality and to grade of handle. 

Bicycles and Tires.—Sales are re- 
ported as satisfactory. The season has 


stocks, f.o.b. 


been an unusual one, due to dealers 
not placing future orders, believing 
prices would come down. Then the 


rainy season slowed up what would 
have ordinarily been a rush period and 
consequently the demand has been ex- 
tended somewhat evenly over a con- 
siderable length of time. 

Binder Twine.—Orders are coming 
in fairly well and prices seem steady. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Sisal and standard, 19%c. per Ib.; 
standard manila, llc. per Ib.; 600 ft. manila, 


per Ib.; 650 ft. manila, 12%c. per Ib.; 
pure manila, 13e. per Ib. 


Builders’ Hardware.—This line con- 
tinues active not only in this district 
but in general. Factories are from 
three to six weeks behind on deliveries. 
Chicago trade in these lines is the best 
in years. Jobbers are finding country 
trade increasing nicely. 

Copper Rivets and Barrs.—Sales are 
increasingly «active' with no ' price 
changes announced. The present prices 
are just about pre-war basis. 


6 
12¢. 


~) 


ros 


We quote from jobbers’ stocks, f.o.b 
Chicago: Copper rivets and burs, 50 per 
cent discount, , 

Chains.— Improvement has been 


noted in all seasonable chains. Prices 
continue at the same levels. 
We quote from jobbers’ stocks, f.o.b. 


Chicago: *%-in. proof coil chains, $8 per 100 
Ib.; weldless coil chains, 50-10 per cent off 
list; No. 00, 4%2 electric welded cow ties, 
$2.65 per doz. 

Clipping and Shearing Machines.— 
Sales of horse clipping machines have 
been good, and the season for these 
machines is coming to a close. Sheep- 
shearing machines are still in good de- 


mand and will continue for several 
months. 
We quote from jobbers’ stocks, f.o.b 


Chicago: Stewart No. 1 ball bearing clipping 
machine, enclosed type, list $12, top plate 
$1, bottom plate $1.50, trade discount 25 per 


cent. Stewart No. 9 ball bearing shearing 
machine, list $18.50, trade discount 25 per 
cent. Horse clipping attachment for shear- 


ing machine, list $7.50. Sheep shearing 
attachments for clipping machine, list $11.50 
and $13, trade discount 25 per cent. 


Cutlery.—There have been no new 
developments in this line. Better grades 
of cutlery are still being specified and 
demand remains steady. 

Eaves Trough and Conductor Pipe. 
—Higher prices have been expected, 
but there has been no change in this 


market. Sales are still showing in- 
creases. 

We quote from jobbers’ stocks, f.0.b 
Chicago: 29 gage, 5 i lap joint eaves 


trough, $4.30 per 100 ft.; 29 gage, 3 in. cor- 
rugated conductor pipe, $4.50 per 100 ft.: 

in. corrugated conductor elbows, $1.36 
per doz. 


Files.—Prices are steady and demand 
is still showing some increase which 
brings sales up to normal. 


We quote from jobbers’ stocks, f.o.b 
Chicago: American files, 70 per cent off 
list; Nicholson files, 50-10-10 per cent off 
list; Disston files, 50-10-10 per cent off list; 
Black Diamond files, 50-10 per cent off list. 


Flint Paper and Cloth.—There is no 
indication of change in the high prices, 
and stocks are moving as well as could 
be expected. 

We quote from jobbers’ stocks, f.o.b 
Chicago: First quality flint paper, No. °. 
$4.25 per ream; first quality emery cloth. 
No. 0, $25.50 per ream, 

Galvanized Ware.—Large sales of 
galvanized ware are testing jobbers’ 
stocks. When depleted, advances may 
be expected, due to advance of sheets. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Galvanized tubs, Standard No. 0. 
$4.40 per doz.; No. 1, $5.35 per doz.; No. 2. 
$6 per doz.; No. 3, $7 per doz.; medium 
grade heavy galvanized tubs No. 100 S, $8.50 
per doz.; No. 200 S. $9.50 per doz.; No. 300 §, 
$10.50 per doz. Common galvanized pails. 
8 qt., $1.65 per doz.; 10 qt., $1.85 per doz.: 
12 qt., $2 per doz.; 14 qt., $2.30 per doz.: 
common galvanized stock pails, 16 qt., $t 
per doz.; 18 qt., $4.75 per doz. 


Glass and Putty.—Sales are holding 
up nicely both in city and country 
trade. 


> 
We quote from jobbers’ stocks, 
Chicago: Single strength and 
strength B. up to 25-in. bracket, 86 per 
cent off. Single strength A and single 
strength B, over 25-in. bracket, 85 per cent 
off. Double strength A, all brackets, 85 per 
eent off. Double strength B. all brackets, 
87 per cent off. Puttv in 100-Ib kits, $2.65: 
commercial putty,. $3.60; glaziers’ points 
Nos. 1. 2 and 3, one doz. packages. 65c 


Hatchets.—Prices seem to be firm 
and especially on the cheaper grades 
which are considered very reasonable. 


f.o.b 
single 








76 
We quote from jobbers’ stocks, f.o.b. 
Chicago: Size 2, extra quality, broad 


hatchets, $16 per doz.; competitive grade, 

$12 doz.; warranted shingling hatchets, $12 

$8 ai competitive forged shingling hatchets, 
oz. ‘ 


Hammers.—No early price changes 


are expected. Improvement in sales 
continues. 
We quote from jobbers’ stocks, f.0o.b. 


Chicago: No. 11% first quality nail ham- 
mers, $12 per doz.; competitive forged nail 
hammers, $6 to $9 per doz.; cast steel ham- 
mers, $4 per doz. 

Hickory Handles.—Present prices are 
considered low and the line is enjoy- 
ing an unusually good sale. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 1 hickory axe handles, $3 
doz.; No. 2, $2 doz.; finest selection second 
growth white hickory, $6 doz.; special 
second growth white hickory, $4.50 doz.; 
No. 1 hatchets and hammer handles, 80c 
doz.; second growth hickory hatchet and 
hammer handles, $1.20 doz. 

Hose.—Hose is moving remarkably 
well this season in spite of so much 
rain. Sales are not showing large in- 
creases, but are considered very good. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: %-in. molded reel hose, good 
quality, 13%c.; %-in. 3-ply good quality 


duck hose, 13%c.; %-in. 4-ply good quality 
duck hose, 16c.; %-in. 5-ply multiple hose, 
10%c. 

Incubators.—There is still some de- 
mand for this line, as all orders could 
not be filled at the start of the season. 


We quote from jobbers’ stocks, f.0o.b. 
Chicago: Queen line incubators, 35 per cent; 
Brooders Stones, 30 per cent, 


Lawn Mowers and Grass Catchers. 
—The demand has been increasing and 
prices are unchanged. 


We quote from jobbers’ stocks, — f.0.b. 
Chicago: 12-in., $5.20 each net; 14-in., $5.50 
each net; 16-in., $5.85 each net; 18-in., 
$6.20 each net. Ball bearing lawn mowers, 
4 blades, adjustable bearings, 8-in. drive 
wheel, finished in gold, aluminum and blue, 
14-in., $7.50 each net; 16-in., $7.80 each 
net; 10%-in. raised open drive wheel, 4 
tempered steel blades, reel 6-in. diameter, 
finished in aluminum, gold and green, red 
and gold striped, $9.50 each net; Same, 
16-in., $9.95 each net; same, 18-in., $10.45 
each net; 20-in., $11.15 each net. 

Grass catchers, wire frame, adjustable 
heavy iron bottom, white duck, for mowers 
12 to 16-in., $10.53 per doz net. Same for 
mowers, 16 to 20-in., $13.13 per doz. net. 

Nuts and Bolts—No additional ad- 
vances have been reported and demand 
is good. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Large carriage bolts, 50-10 per 
cent off lists; small carriage bolts, 60-5 
per cent off lists; large sized machine bolts, 
60-5 per cent off lists; small sized machine 
bolts, 60-10-5 per cent off lists; all stove 
bolts, 80 per cent off lists: all lag screws 
60-5 per cent off lists. 

Nails—The market remains the 
same as last week, with no advances 
put into effect by local distributors. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Common wire nails, $3 per keg 
base. 

Oil Stoves.—This line is reported to 
be moving in fair volume with slight 
increase. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: 2-burner, less shelf, $19.85 each; 
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Aree will prove. a better month, 


from.the viewpoint of. profits, than 
many. anticipated. : During the. early 
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3-burner, less shelf, $14.25 each; 4-burner 
less shelf, $18 each; 2-burner shelf. $3.50 
each; 3-burner shelf, $4.25 each; 4-burner 
shelf, $5 each. 

Paints and Oil.—Linseed oil advanced 
five cents per gallon, making a nine 
cents’ advance in two weeks. Turpen- 


tine has been reduced four cents per 
gallon. 
We quote from jobbers’ stocks, f.o.b. 


Chicago: Raw linseed oil, 1 to 4 barrels, 
$1.03 per gal.; boiled linseed oil, 1 to 4 
barrels, $1.05 per gal.; raw linseed oil, 5 
barrels or more, 99 cents per gal.; boiled 
linseed oi] 5 barrels or more, $1.01 per gal. ; 
less 1 per cent 10 days. Turpentine, 97c. 
per gal. (in barrels); Denatured alcohol in 
barrels, 42c. per gal.; strictly pure white 
lead, 100 lb. kegs, per Ib., 12\%4c. per Ib.; 
50 lb. kegs, 12%4c. per lb.; dry paste in bar- 
rels, 6c. per lb.; pure white shellac, 4 Ib. 
goods in gal. cans, $4.75 per gal.; pure 
orange shellac, 4 lb. goods in gallon cans, 
$4.25 per gal.; English venetian red, in 
barrels, $2.50 and $6.75 per cwt. 

Roller Skates.—The sales are keep- 
ing up the large volume reported for 
some weeks. Factories have not yet 
caught up with orders. There is, as 


yet, no indication of demand decreas- 
ing. 
We quote from jobbers’ stocks, f.o.b. 


Chicago: Boys’ ball bearing roller skates, 
$1.50 per pair; girls’ style, $1.60 per pair. 


Rope.—Orders continue for highest 
quality. Early shipments of hay rope 
are being taken. Current orders are 
good and prices are unchanged. 


_,We quote from jobbers’ stocks, f.0.b. 
Chicago: Highest quality manila rope, 
standard brands, 17%c. to 18%c. per Ib.; 
No. 2 manila rope, 16c. to 16%c, per Ib. 
base; so-called ‘hardware grade manila 
rope, 12%c. per Ib.; No. 1 sisal rope, highest 
quality standard brands, 14%c. to 15%c. 
per lb. base; No. 2 sisal rope, standard 
brands, 13c. to 14c. per Ib. base. 


Sash Cord.—Demand is keeping up 
with builders’ hardware. Prices show 
no indication of change. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 7 sash cord, standard brands, 
$8.45 doz. hanks; No. 8 sash cord, standard 
brands, $9.75 per doz. hanks. 


Sash Weights.—Prices are considered 
favorable and building activities are 
bringing in nice orders. 

We quote from jobbers’ stocks. 
Chicago: Sash weights per ton, $36. 

Screws.—No changes in local prices 
have been announced, although manu- 
facturers issued an advance some 
three weeks ago. Sales are better than 
a month ago. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Flat head bright screws, 85-12% 
per cent off list; round head blued, 85 per 
cent off list; flat head brass, 80-15 per cent 
off list; round head brass, 80-5 per cent off 
list; japanned, 80-5 per cent off list. 

Screen Doors.—Stocks have started 
to move in good volume, but the con- 
sumer demand is not yet well under 
way. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Three panel %-in, 2-ft. 6-in. x 
6-ft. 6-in. plain doors, $18.40 per doz.; four 
panel, %-in. 2-ft. 6-in. x 6-ft. 6-in. plain 
doors, $20 per doz.; five panel, 1%-in, 2-ft. 
6-in. x 6-ft, 6-in. plain doors, $21.65 per 
doz.; four panel, 1%-in, 2-ft. 6-in. x 6-ft. 
6-in, fancy doors, $29.70 per doz. 


BOSTON 


part. there was a contraction in the 
movement of hardware from jobbing 
houses to retail dealers and in turn to 
public ownership. The early part of 
the last half of the month witnessed 
an improvement, however, and. business 


f.o.b. 
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Stove Pipe and Elbows.—Prices are 
considered well liquidated and are 
likely to be higher. Advance sales for 
fall are brisk with the better grades 
being specified. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: 6-in., 31 gage, $8.75; 30 gage, 
$9.60; 28 gage, $11.85; 26 gage, $14.30; 
6-in. elbows, 30 gage, $1.15; 28 gage, $1.30; 
26 gage, $1.55 per doz. 


Solder and Babbitt Metal.—Sales 
volume is increasing and tke market 
is stronger. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Warranted 50-50 solder, $22 per 
100 lb.; medium 45-55 solder, $21 per 100 Ib.; 
tinners’ 40-60 solder, $20 per 100 Ib.; high 
speed babbitt metal, $18 per 100 Ib.; 
standard No. 4 babbitt metal, $8 per 100 
Ib 


Sledge and Eye Hammers.—Prices 
are relatively low and sales are in- 
creasingly good. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Striking and B. S. sledges, 5 to 
16 Ib., $8 per 100 Ib. 


Steel Sheets.—Sales are better and 
prices have not changed since the ad- 
vance of $3 per ton, announced three 
weeks ago. No other price changes 
are in immediate prospect. 

We quote from jobbers’ stocks, f.o.b. 


Chicago: 28 gage galvanized sheets, $5.30 
per 100 lb.; 28 gage black sheets, $4.30 per 


100 Ib. 

Sporting Goods.— There is little 
change in this market. Brisk business 
is the rule on ammunition. Future or- 
ders for ammunition continue active. 
22-calibre rifles and revolvers are in 
current demand. Fishing tackle and 
baseball goods are still running into 
big sales, with many re-orders on base- 
ball goods. Bats are very scarce and 
factories are unable to supply all 
models. 

Wire Goods.—Sales continue in good 
volume and no price changes have been 
announced locally. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 8 black annealed wire, $2.85 
per 100 lb.; galvanized barb wire, $3.65 per 
100 Ib.; 12 mesh black painted wire loth, 
$1.90 per 100 sq. ft.; poultry nettiug, 56 
per cent off; galvanized after weaving, 51 
per cent off; catch weight spool galvanized 
cattle wire, $3.65 per 100 Ib.; 80 rod spool 
galvanized hog wire, $3.23 per spool; No. 8 
galvanized plain wire, $3.35 per 100 lb. 

Wheel Barrows.—Prices are con- 
sidered relatively low, and no further 
reductions are in early prospect. De- 
mand is seasonable, and now unusually 
active. 

We quote from jobbers’ stocks, f.0o.b. 
Chicago: Tubular handle, all steel barrows, 
$6.50 each; Angle leg contractors’ barrows, 
$5.50 each; Angle leg, garden barrows, $4.50 
each; Competitive steel tray barrows, $4 


each. 

Wrenches. — Sales 
normal. 

We quote from jobbers’ stocks, f.o.b. 


Chicago: Agricultural wrenches, 60-10 per 
cent; engineers’ wrenches, 40 per cent. 


during. the past week was decidedly 
more active. The improvement in pub- 
lic buying is not confined to the retail 
and wholesale hardware trade, how- 
ever, for all classes of merchandise are 
in active demand. Tis improvement, 


continue above — 
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in turn, will be reflected back in manu- 
facturing circles and in prices of com- 
modities. Close students of economics 
appear reasonably certain that the re- 
newed buying marks the beginning of 
a period of good business which should 
extend over the balance of the year. 

As to prices, quite a number of 
changes are noted this week, but in a 
majority of cases they are too small 
and unimportant to warrant special 
notice. There has been, however, a 
real firmness shown in a few of the 
more staple lines of hardware, notably 
iron, steel, bolts, nuts and various kinds 
of screws. Makers of such things for 
a long time have been operating at a 
loss, and to get cut of the red figures 
will mean much to industry in general. 
With industry on a paying basis, the 
economists are reasonably sure of their 
ground when they predict good busi- 
ness. 

As might be expected, retail hardware 
dealers are doing more in seasonable 
lines of merchandise. The demand for 
merchandise that goes into the making 
of radio outfits is really remarkable, 
however, as well as that for radio parts. 
At first, the rank and file of the hard- 
ware trade was inclined to hold off this 
class of merchandise fearing the buy- 
ing was but a flash in the pan. To-day, 
however, more and more of the trade 
ure becoming interested. Some of the 
wholesale hardware interests go so far 
as to credit the demand for radio mer- 
chandise with starting the general 
movement of merchandise, but this 
view is not shared by all. 

Baseball Goods.—The warm weather 
during the past few days has resulted 
in quite a spurt of renewed buying of 
baseball goods, and jobbers, due to the 
condition of their stocks, are having 
some difficulty in completing orders. 
Most of the jobbing trade have com- 
paratively few bats on hand, and some 
sizes and styles of gloves are hard to 
locate. There apparently are enough 
of all kinds of baseballs and accessories 
such as masks, protectors, etc. 


We quote from Boston jobbers’ stocks: 

Bats.—Louisville Sluggers, all types, $18 
per doz.; B branded. Professional 
League, $14.20 per doz; burnt oil finish, 
$10.80; King of the Field, $7.20; Semi-Pro, 
$5.20; Junior League, $3.60; Cracker-Jacks, 
$3. 

Balls.—Harwood Dandy, $1.20 per dozen; 
Boy’s Favorite, $1.75: Young America, 
$2.50; Junior League special, $2.50; Junior 
League, $4; Boy’s League, $4.75: Dollar 
Lively, $7; Professional League, $9; Har- 
wood League, $15; National League, $16.50. 

Gloves.—Fielders’ gloves, $6 to $39 per 
dozen; catchers’ mitts, $18 to $78 per dozen; 
first basemen’s mitts, $24 to $30 per dozen. 


Batteries —The recent revision in 
local jobbing quotations on dry bat- 
teries has acted as a stimulus to busi- 
ness. Jobbers report booking more or- 
ders during the past week than they 
did during all the previous days of 
April. A large percentage of the buy- 
ing coming into the market to-day is 
from retail hardware dealers who carry 
automobile accessory stocks, especially 
from those firms located on the sea- 
board. The inference is that the de- 
mand from motor boat owners is be- 
coming a factor in the retail market. 


We quote from Boston jobbers’ stocks: 
Celumbla.—In lots of less than twelve, 
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40c. each; in lots of twelve to fifty, $55.56 
per hundred; in barrel lots of 125, $30.36 
uer 100, 


Ignitor.—In lots of less than twelve, 40c. 
each; in lots of twelve to fifty, $35.36 per 
hundred; in barrel lots, $31.36 per 100. 
Fifty in box, Columbia, $30.74 per 100; 
[gnitor, $31.74 per 100. 

Hot Shot.—In barred lots, No. 1461. $1.66 
each; No. 1462, $1.66; No. 1561, $1.98; No. 
1562, $1.98; No. 1662, $2.35. 

Assortments.—No. D2, $35.98 each; No. 
D3, $42.25. 


Bolts and Nuts.—The local market 
on bolts and nuts is considerably mixed. 
Following a quite general advance by 
manufacturers of carriage and machine 
bolts and of lag screws as well, some 
of the jobbing trade here have ad- 
vanced prices 10 per cent, but this ac- 
tion has not been general by any man- 
ner of means. Jobbers say, in some in- 
stances, they have a large number of 
quotations out and that they will not 
advance prices until they hear from 
these. The demand for both bolts and 
nuts is much better than it was early 
in the month, but could be improved 
upon, say the jobbers. 


We quote from Boston jobbers’ stocks 
Machine bolts with H P nuts, “4, x 4-in.. 
smaller and shorter cut threads, 69 and 5 
}er cent discount; larger and longer, 61 
per cent discount; with C T D nuts, 50 and 
10 per cent discount; tap bolts, 25 per cent 
discount; add 10 percent discount for hex 
agon heads; common carriage bolts, 50 and 
10 per cent discount; stove bolts, 75 and 1! 
per cent discount; bolt ends, 60 per cent 
discount; tire bolts, 60 per cent discount 

Nuts, H P. all kinds, 3c. off list; C PC 
and T, all kinds, 3c. off list; semi-finished 
hexagon nuts, 9/16-in. and smaller, 80 per 
cent discount; larger, 70 and 10 per cent 
discount; finished case hardened nuts, 7f 
per cent discount; machine screws, nuts, 
iron, list; machine screws, nuts, brass, 
25 per cent discount. 


Bicycles.—Several of the local job- 
bers report a sudden and unexpected 
influx of retail hardware store buying 
of bicycles. The inquiries on hand 
caught the jobbing trade unprepared 
and requests to manufacturers for rush 
shipments disclose the fact that the lat- 
ter are considerably behind on orders. 
The manufacturers report that busi- 
ness from all sections of the country 
has taken on a decided turn for the 
better within the past fortnight. 


Brass.— Leading makers of brass 
sheets, wire and rods, as well as brazed 
tube, have reduced prices 1 cent per Ib. 
and local jobbing lists have been re- 
vised accordingly. The decline came 
somewhat as a surprise to Boston in- 
terests, inasmuch as the demand for 
such merchandise is growing by leaps 
and bounds, due to the activity in radio 
machine building by young New Eng- 
landers. Some jobbers say it is impos- 
sible to keep sizes of sheet brass 
wanted in stock, so insistent is the 
buying. 

Clocks.—With the advent of daylight 
saving, a better public demand for all 
kinds of alarm clocks evidently is an- 
ticipated by the retail trade. At least 
orders placed by the retail distributors 
with local jobbers during the past week 
would suggest so, the movement of 
goods out of stock being reported as 
brisk. Prices apparently are on a firm 
foundation. 


We quote from Boston jobbers’ stocks: 
Western line.—American, small lots, 98c.; 
each, dozen lots, 95c., four dozen lots, 92c.; 
Sleepmeter, small, $1.30, dozen, $1.26, four 
dozen, $1.22; Jack-o-lantern, small. $1.95. 


dozen, $1.90, four dozen, $1.85; Bunkie, 
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small, $1.79, dozen, $1.75, fuur dozen, $1.68: 
bingo, small, $2.11, dozen, $2.05, tour dozen, 
$1.99; Big Ben, small, $2.28, dozen, $2.21, 
two dozen lots, $2.14; Baby Ben, small, 
$2.28, dozen, $2.21, two dozen, $2.14. 

Waterbury line.—lRoyal, case lots, Tbc. 
each, less than case lots, 80c. to 85c.; Call. 
small lots, $1.30, case lots, $1.23; Vigilent, 
small lots, $1.36, case lots, $1.2y; Daybreak, 
small lots, $1.74, case lots, $1.65; Cyclone, 
small lots, $2.33, case lots, $2.21. 

Gilbert line.—Wood time clocks, dainty 
assortment (six clocks) $11.70 for six. ‘ 

Cooking Ware (Glass).—Evidently 
people getting ready to move to the 
seashore and into the country for the 
summer are stocking up on glass cook- 
ing ware. Retail hardware dealers in- 
terviewed during the past week all re- 
port encouraging sales of this class of 
merchandise. It has been necessary 
for them to place additional orders 
with jobbers, due to the depletion of 
stocks of certain sizes and styles. 

We 


quote from Boston jobbers’ stocks: 
Casseroles.—liound, deep, l-qt., $1.50 
each ; ite-qt., $1.75; round, shallow, 1-qt., 
$1.50; 14%-qt., $1.75; round, individual, 8-oz., 
ivc., round, standard, 1-qt., $1.50, 1%4-qt., 
saceae, ee shallow, beefsteak, 1-qt., $1.50: 
®-qt., $1.75; oval, standar¢ -qt. 50: 
ieoet’ aie i, 1-qt., $1.50; 
Pudding dishes.—Round, deep and round, 
standard, 1-qt., 85e. each; 1%4-qt., $1; 2-qt., 
oval; — and oval, standard, 
-qt., 85c, each; 1%-qt., $1; 2-qt., $1.20. 
Baking dishes.—Oval, shallow, cor 40c. 
each; 12%-0z., 55¢.; 18%-oz., 60c. Indi- 
vidual pie dish, round, 6-o0z., 25¢c. each: 
8-0Zz., 30c.; 12-0z., 40c. ‘ 
Pans.—Bread, 90c. and $1.50 each; bis- 
cuit, 85c. and $1.25; cake, round, 7T5c., 
square, $1 and $1.50. 
Pie plates.—Narrow rim, 75c. and 90c. 


each; wide flange, 50c. to $1.10. 
, Custard cups. — Round, 4-o0z., 20c. each; 
§-0Z., 25¢.; oval, 5-oz., 30c.; French pattern, 
4-0Z., 20c.; 6-0z., 25c. 

$1, $1.75 


cen pots. — Round, 
eacn. 
wou terms are 33% per cent 
Croquet Sets.—All makes and styles 
of croquet sets are moving out of local 
jobbers’ stocks in a satisfactory man- 
ner and every indication is that sup- 
plies will clean up well this season. 
One thing that has helped the sale of 
croquet sets this year is the general 
belief that there will be no change in 
prices for some time. Another factor 
has been the depleted retail stocks, gen- 
erally reported throughout New Eng- 
land. 


and $2.50 


We quote from Boston jobbers’ stocks: 
Croquet sets.-No. 0, 8 ball, $2 per set; 
No. B, 8 ball, $3: No. N, 8 ball, $4; No. 
AA, 4 ball, $4.50. 


Cutlery.—The call for scissors and 
razors is decidedly limited, according 
to jobbers here, but the past week has 
witnessed a remarkable influx of buy- 
ing of other classes of cutlery. Added 
to regular trade orders have been sev- 
eral good-sized stock orders. Prices ona 
fairly large number of lines of knives, 
both pocket and kitchen, are down to 
a pre-war basis. Retail dealers, whose 
stocks have dwindled to small propor- 
tions, evidently are taking advantage 
of going values. 


We quote from Boston jobbers’ stocks: 
_ Carvers.—Landers, Frary and Clark line, 
ivory beef, $3 to $6 per set; ivory breakfast 
or game, $3 to $6; ivory bird, $2.20 to $3.50. 
Universal stag beef, $2.35 to $5.35, others 
as high as $16 per set; stag breakfast or 
game, $2.75 to $8.50, stag bird, $1.70 to 
oe Universal resistain, beef, $4.75 to 


Kitchen knives.—Landers, Frary & Clark 
line, No. 190 A, $1 per doz.; No. 230, $1.60; 
No. 331, $2; No. 1034, 90c. Kitchen knife 
assortments, No. 333A, $2 per doz, Cooks’ 
forks, No. 203, $3.25 per doz. Cooks’ knives, 
No. 3191-3, $5 per doz. Kitchen slicers, No. 
2014, $4.75 per doz. Butchers knives, No. 
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6, $2.45 per doz.; No. 8, $3.70; No. 10, $5.75. 
Sticking knives, No. 200-6, $2.50 per doz. 
Boning knives, No. 200-5, $2.15 per doz. 
Skinning knives, No. 200-444, $2.50 per doz. 

Paring knives.—Universal resistain, No. 
2300A, $2 per doz.; No. 3250, $2.75 per doz. 

Scissors and Shears, — Heinish line. 
Straight trimmers, Japanned, No. 311, 5%- 
in., $11.80 per dozen; 6-in., $12.60; 6%-in., 
$13.40; 7-in., $14.85; 8-in., $15.75; 8%-in., 
$16.55; 9-in., $19.75; 10-in., $24.30. ’ Straight 
trimmers, nickeled, No. 312, » $14.05 
per dozen; 6-in., $14.70; 6%-in., $5 86: 7-in., 
5; 74-in., $17.80; 8-in., $18.65; 8%-in., 
$19.70 9-in., $23.35; 10-in., $28.8 : 
scissors, Japanned, No. 
per doz.; 5-in., $10.35; oe in., j 
$11.30; 6%-in., $12.10; 7-in., $12.75 Ladies’ 
scissors nickeled, No 512, 4%-in., $11.65 per 
doz., 5-in., $12.10; 514-in., $12.45: 6-in., 
$13.25; 6%-in., $14.20; 7-in., $14.85. Dis- 
count, 33% per cent. 

Table Cutlery.—Universal line, No. V53, 
medium knives and forks, $5.35 per doz.; 
dessert knives and forks, $5. Nubian ivory 
knives and forks, medium, $4.65; dessert, 
$4.35. Individual steak knives, No, 212, $2; 
No. V712, $7. Solid steel knives with flat- 
wear forks, nickel plated. medium, No. 120, 
$13.80 per gross; No. 121, $14.40: No. 128. 


$14.40: No, 1241, $15.60; No. 1261, $15.60; 
No. 1281, $15.60. Granefruit knives, No. 
345, $2 per doz.; No. 3450, $4. 

Electrical Goods.— Local jobbing 


prices on popular selling lines of alumi- 
num percolators have been reduced $1 
each, list, and on copper and nickel 
plated 50 cents each. Otherwise the 
market for electrical goods is un- 
changed. The amount of stock moving 
out of jobbers’ hands is remarkably 
large for this time of the year. Sev- 
eral jobbers here have been making a 
special drive on this class of merchan- 
dise with considerable success. 

We quote from Boston jobbers’ stocks: 

lrons.—Hotpoint, 30 per cent discount. 
Damanco, in lots of five or more, $3.35 
each; in lots of less than five, $3.50 each; 
Sheldon, $3.25 net, each; Universal nickel 
plated, No. 901, $7.50 each; No. 902, : 
No. 905, $6.75 No. 708, $8.75: No. 
$6.50; No. 9023, $6.25; No. 9051, $8. 


eount, 30 per cent; 12 pieces or more, 30-5 
per cent, 24 pieces or more, 30-7% per 
cent 

Heaters.—Hotpoint, 30 per cent discount: 
Universal, No, 9952, sunburst type, $11.50 
list; discount, 30 per cent. 


Percolators.—Coffee, Universal, No. 9166. 
nickel, $22: copper, $23.50; silver, $26.50 
each; No. 9169, nickel, $24.50; copper, $26: 
silver, $29; Ng. 159, $2.50 each, net. Dis- 
count, 30 per cent, 12 pieces or more, 50-5; 
z4 pieces or more, 30-74% per cent. ps 

Toasters.—Universal, nickel, No. 945, 
$7.50 each: No. 946, $6.75. Discount same 
as on other goods. Reverso, $5.75, net, 
each: Star, $3.76 net, each. - ‘ 

Grills.—Universal, nickel, No. 984. $12.50 
each: No. 982, $11.50. Discounts same as 
on other goods. 

Heat Pads.—Universal, nickel. No. 9940, 
$10.75 each. Discount same as on other 
goods. 

Curling trons.—Universal. nickel. No. 
9901, $6.25 each: No. 99011, $6.75. Discounts 
same as on other goods 

Ranges. — Two burners, with grill and 
oven, No. 9688, $31.50. Discount 30 per 
cent. 


Fishing Tackle.—Retail sales of fish- 
ing tackle are satisfactory, as far as 
can be learned. Many of the retail 
dealers in this section of the country 
heve been making attractive window 
displays which have brought in good 
business. The newspapers, for the past 
week or so, have been filled with re- 
ports of New England streams being 
flooded, due to freshets throughout the 
territory, also telling of the inability 
of lovers of fishing to catch trout, etc., 
due to the water conditions. All this 
talk has materially increased public in- 
terest in fishing tackle and unquestion- 
ably has helped retail sales. Jobbers 
are cleaning up on back orders and ex- 
pect to close their books shortly. 

Garden Tools.—Evidently more peo- 
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ple are going in for gardens this year 
than anticipated. Retail dealers report 
surprisingly good sales and say they 
have been obliged to go into the whole- 
sale market for fresh stcok. In those 
New England localities where labor 
troubles are being experienced people 
on strike, having a lot of time on their 
hands, are starting gardens. This, of 
course, has helped sales, not only of 
garden tools, but seeds and other 
things such as wheelbarrows, etc. 
Glass.—The local market on window 
glass is lower, following a revision in 
prices by the leading manufacturers. 


We quote from Boston jobbers’ stocks: 
Window Glass.—Single A, 25-in. bracket, 
86 per cent discount; all above 25-in. 
bracket, 83 per cent discount; double A, all 
sizes, 84 per cent discount. Third quality, 
single B, first bracket, 89 per cent discount: 


all above, 86 per cent discount; double B, 
all sizes, 87 per cent discount, 
Vitro-marble Glass.—5/16-in., 69c. per sq. 
; 7/16-in., 84ce. 
kylight Glass.—Rough or rolled, %-in. 
thick, 14c. per sq. ft.: 3/16-in. thick, 19c. 
per sq. ft.; %-in. thick, 24c. per sq. ft.; 


wired glass, 28c, per sq. ft. 

Irons.—A slight adjustment of local 
quotations on Dover irons, which shows 
a general decline, is reported here. 


We quote from Boston jobbers’ stocks: 

Dover lIrons.—No. . $1.68 per set: No. 
70, $2.10; No. 100, $2.30; Hoods iron, No. 71, 
80c. 


Iron and Steel.—Local jobbing prices 
on iron and steel have been advanced 
approximately 10 cents per 100 Ib., 
base. This advance is the first one re- 
ported in many months and is based 
on new mill quotations rather than any 
decided improvement in the demand for 
iron and steel. The movement out of 
local stocks is only fair at best, and 
jobbers in other sections of New Eng- 
land, especially those in mill towns, 
say business is even less active. 


We quote from Boston jobbers’ stocks: 
lron.—Refined, $2.5014 per 100 Ib. base; 
hest refined iron, $4.25; Wayne iron, $5.50 


Norway iron, $5.50. 





Steel.—Soft steel bars. $2.501%4 per 100 Ib 
hase; flats. $3. concrete bars, plain, 
istock lengths. $2. 6; aneles. channels and 
heams. $2.50%: tire steel, $3.85 to $4.25: 
open-hearth spring steel, $4 and $5.50: 
steel bands. $3.00% to $3.52: steel hoons 
$3.41%° enld rolled steel, $3.00 to $250: 
toe calk steel, $5. 

Lawn Mowers.—The Massachusetts 


Agricultural College, Amherst, Mass., 
last week held a lawn mower school at 
Waltham. Mass.. under the auspices of 
the Middlesex County Bureau. Seven- 
teen machines were used to give prac- 
tical instruction in a three-day course 
in lawn and lawn maintenance. In ad- 
dition, there were some twenty types 
of lawn sprinklers and thirty kinds of 
grass seed demonstrated. The course 
was thrown open to the public and con- 
sisted of one lecture on the esthetic 
value of lawns and practical laboratory 
work. Retail dealers in Waltham re- 
port that more public interest was 
shown in lawn mowers than has been 
the case before in years, and those lo- 
cated in other sections of New England 
might benefit by such instruction as 
the Massachusetts Agricultural Col- 
lege gave in that city. 

We quote from Boston jobbers’ stocks: 


Lawn mowers, low grade, 14-in., $5.50 
each; 16-in., $5.75; 18-in., $6.25. Medium- 
grade, ball bearings, 16-in., $8 each; 18-in., 
$8 28. High grades, ball bearing, five-blade, 
1s-in., $12: 16-in., $13: 18-in., $14: 20-in., 
15. 
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Lead.—Further advances in pig lead 
by the leading producers of the country 
during the past week have strengthened 
the local belief that jobbing prices on 
sheet lead will be marked up within 
the near future. The demand here for 
sheet lead is only fairly good, however, 
but local stocks are small, generally 
speaking, and it is believed an advance 
in prices possibly might clean up the 
market, inasmuch as retail hardware 
dealers and large consumers are carry- 
ing small stocks. 

We quote from jobbers’ 
lead, 16%c, per Ib. base. 

Poultry Supplies.—The demand for 
poultry supplies holds up remarkably 
well. Interest, of course, has narrowed 
down largely to the retail end of this 
business, inasmuch as jobbers were 
supposed to have filled their orders 
some time ago. It so happens, how- 
ever, that some of the latter did such 
a big business this year that orders 
have been held over until the past 
week, 


We quote from Boston jobbers’ stocks: 

Netting from works, galvanized, standard 
bales, 50 per cent discount; 25 or mvre 
bales, 50 and 5 per cent discount. 

Staples, poultry netting, 100 Ib. kegs. 
$5.35; 10 lb. kegs, $6.35 per 100 Ib.; 1 Ib 
papers, $7.35 per 100 Ib. 


Sash Cord.—Better sales of sash 
cord are noted. Jobbers say the im- 
proved business is due to the following 
facts: that prices recently were re- 
duced to a basis attractive to the re- 
tail trade; that retail stocks are lim- 
ited; that new, construction is on the 
increase and that replacements are be- 
ing made by a large number of home 
owners. 


stocks: Sheet 





We quote from Boston jobbers’ stocks: 

Sash Cord.—Acme, braided, No. 6, 38¢ 
per lb.; No. 7, 36c.; No. 8, 9, 10 and 12, 35e 
Cheaper grades, No. 7, 34c. per Ib.: No 


8. 
S3e. Sampson spot, 62c. per ib.: No. 


8 and larger, 61¢ 

Screws.—Some of the manufacturers 
have advanced prices on some sizes of 
round and flat head iron and brass ma- 
chine screws. Jobbers have been slow 
to advance their lists, in view of the 
fact that many of them had out a large 
number of quotations on sizable orders 
which they prefer to see closed before 
making any revisions. It is believed, 
however, that a general marking up 
of local lists will be made before an- 
other week. 


We quote from Boston jobbers’ stocks 

Wood Screws.—Iron, bright, flat, 824% and 
20 per cent discount print; flat head blued. 
82%, and 20 plus 5 per cent discount: 
round head blued, 80 and 29 per cent dis- 
count; flat head brass, 77% and 20 per cent 
discount; round head brass, 75 and 20 per 
cent discount; flat head galvanized, 67% 
and 20 per cent discount: round head 
nickel, 70 and 20 per cent discount 

Machine Screws, etc.—Coach screws, 59 
and 10 per cent discount; set screws, in- 
cluding headless, 75 and 10 per cent dis- 
count; cap screws, square and hexagon. 
75 per cent discount; fillister, 40 and 10 
per cent discount; flat 30 per cent discount: 
button head, 20 per cent discount, lag 
screws, 50 per cent discount: iron machine 
serews, flat and round head, 70 per cent 
discount; fillister, 45 per cent discount: 
flat and round head brass, 40 per cent dis- 
count; fillister, 35 per cent discount. 


Solder.—The market on wire solder 
has been advanced 14 cent per Ib. and 
on bar solder as much. The demand 
for both kinds has materially improved 
of late. 


No. 7, 
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Office of HARDWARE AGE, 
1002 Park Building, 
Pittsburgh, May 1. 

T HE soft coal strike is still the “fly 

in the ointment” in the steel trade, 
and during the past week its effects on 
output have been more severely felt 
than at any time since the strike 
started. Many plants are already short 
on coal, others have a supply for one 
to two months, but the production of 
iron and steel is being seriously cur- 
tailed, and will be further restricted, 
unless the strike is soon settled. Re- 
ports are that the Administration at 
Washington has evolved a plan to set- 
tle the strike which will be submitted 
to the coal operators and miners with- 
in the next few days. Nothing has 
been given out as to what this plan is, 
but it is hoped that it is one that will 
be satisfactory to both sides, and that 
it will result in a speedy termination 
of the strike. It is certain that at least 
some of the larger coal operators are 
anxious that the strike be fought out 
to a finish, for they firmly believe that 
the operators would win, and they say 
further that the Mine Worker’s Union 
is a detriment to the coal trade, in fact 
to the whole country, and that it must 
be broken up. 

The great improvement that has 
come to the steel trade in the past two 
months is graphically shown in the 
financial report of the Steel Corpora- 
tion for the first quarter of this year. 
This report shows that the earnings of 
the Steel Corporation in January were 
$4,654,131, for February $6,180,685 and 
for March $8,805,166, in other words, 
the earnings of the corporation in 
March were nearly double those of 
January. This also is true of most of 
the independent steel companies, whose 
earnings now are heavier than late last 
year, or early in this year. For this 
quarter the earnings of the Steel Cor- 
poration will no doubt show an increase 
over the first quarter, and this will also 
likely be true of the independent steel 
companies. 

There have been some sharp advances 
in iron and steel prices in the past 
week, due entirely to the coal strike, 
and the uncertain outlook for the im- 
mediate future. Foundry pig iron has 
gone up at least $2 per ton, basic pig 
iron, since the strike started on April 1, 
is up fully $4 to $5 per ton. Billets, sheet 
bars and slabs are also up $2 to $3 per 
ton, and are gettng scarce in supply. 
Steel scrap has gone up close to $1 per 
ton, and is very strong. In the finished 
steel lines, prices are anywhere from 
$2 to $5 per ton higher than before the 
strike started. Perhaps more impor- 
tant than these advances, is the fact 
that steel materials are getting scarce 
and if the strike lasts, there will be 
trouble later on in getting deliveries 
of steel as fast as wanted. Already 
some of the larger steel mills are back 
in shipments two to three weeks, and 
the situation in this respect is getting 
steadily worse. 
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Buying of track materials by the 
railroads is still quite active. In the 
past week, the Chicago & Northwestern 
Railroad closed for 2750 new cars, the 
Chesapeake & Ohio for 1700 and the 
Southern Pacific for 2000. The car 
shops are now filled up pretty well for 
the next three months, while the rail 
mills are also filled for some time 
ahead. 

In the hardware trade, not much of 
interest has developed in the past 
week. Jobbers report delay in having 
their orders for some _ goods filled 
promptly, notably baseballs, wire 
goods and wire products. With a 
scarcity of steel facing the market, 
there are not liable to be any marked 
reductions in prices in the heavier lines 
of hardware. In fact, there may*be 
some advances following the higher 
market on sheets and wire products. 
The new demand for wire cloth, poul- 
try netting and other similar lines is 
very heavy, and makers are back in 
shipments. Garden tools are also ac- 
tive, and automobile accessories are 
moving out more freely. 

Spring trade so far has been fairly 
satisfactory. Paints and paint sup- 
plies are in heavy demand, but on some 
other lines of what are regarded as 
spring goods, the demand has been dis- 
appointing, 

American Rifle Shot.—The United 
Lead Co. announces an advance of 20 
cents per bag on rifle shot. All lead 
products are very firm in price. 


Automobile Accessories.—The local 
dealers report a very good business on 
all kinds of accessories, and prices are 
firmer than for some time. Reports 
from automobile makers are that cars 
are moving out freely, and no further 
important reductions in prices of cars 
are expected. 


We quote from jobbers’ stocks. f.o.b. 
Pittsburgh, as follows: Miller Falls No 
145 jacks, $4.75. Reliable jacks, No. 1. 
$2.33; No. 2 3.33, in lots of 12; Dert 


spark plugs, ‘96c. each for all sizes in lots 
less than 50; Champion X spark plugs, 45c. 
each for less than 100 and 43c. each for 
over 100: Champion regular, 53c. each for 
less than 100, all sizes 50c. each for over 
100, 

Axes.—New trade is rather slow, and 
buying for the fall delivery is not very 
active. Prices as given out by the 
makers some time ago are holding firm. 
quote popular makes of 
axes as follows: Red Warrior. handled, 
single bitted, 3% to 4% Ib., $14.75 per doz.: 
t Ib. to 5 Ib.. $15.25 per doz.: Red Warrior, 
double bitted. handled, 3% Ib. to 4% Ib., 
$19.75 per doz.: 4 Ib. to 5 Ib.. $20.25 per 
doz.; Red Warrior, unhandled, single hbitted, 


Local jobbers 


3% Ib. to 4% Ib., $11.50 per doz.; 4 Ib. to 
5 Ib., $12 per doz.; Red Warrior. unhan- 
dled, double bitted, 3% to 4% Ib., $16.50 
per doz.: 4 Ib. to 5 Ib... $17.50 ner doz. 


Copper Products——The demand for 
copper eaves trough, conductor pipe 
and other goods, is better than for 
some time. The local maker of copper 
products is now running full time, and 
ix filled up with orders for some time 
ahead. Prices as recently revised to 
a slightly lower basis are as follows: 


Copper conductor pipe, 50 and 10 per cent 
off list; Copper elbows, 20 to 25 per cent off 
list; Copper nails, 23%4c. per Ib.; Ferrules, 


-~] 
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60 per cent off list; Sheet copper, 2014c.. 
half extras; Copper rods, 18%c. base. half 
extras; Copper bottoms, 27%c., half extras. 

Builders’ Hardware.—Local jobbers 
and dealers report that the demand for 
all kinds of builders’ hardware is more 
active than at any time in three or four 
years. A feature of the market is that 
builders are using a better quality of 
hardware than heretofore, realizing 
that a good grade of hardware adds 
more to the value of a building, either 
from a selling or renting basis, than it 
costs, and is real economy in the end. 
Building permits issued in the Pitts- 
burgh district in the past two months 
have been heavier than at any time 
since long before the war. 

Rivets.—The demand for structural 
rivets is better than for boiler rivets, 
due to the large amount of heavy build- 
ing construction that is under way at 
present. Much heavy plate work is go- 
ing on, and this is helping the demand 
for boiler rivets. Prices are very firm, 
structural rivets ranging from $2.10 to 
$2.25 base, while heavy boiler rivets 
are from $2 to $3 per ton higher. 
Makers quote small rivets to jobbers 
at 75 and 10 off on large orders, and 
about 75 per cent off list for small 
orders. 

Iron and Steel Bars.—A shortage in 
supply of steel ingots, from which steel 
bars are rolled, is looming up as a re- 
sult of the coal strike, and prices on 
steel bars are very firm and somewhat 
higher. Jobbers and consumers are 
getting uneasy about their future sup- 
ply and are willing to pay higher 
prices to get bars promptly. Steel bars 
are now held firm at 1.69 cents to 1.70 
cents in large lots, but mills will not 
commit themselves to definite delivery. 
Jobbers’ prices are higher, and their 
stocks are running low. The demand 
for iron bars is better, and there are 
intimations that prices may be higher 
soon. 


Local jobbers now quote steel bars rolled 
from billets at 1.75¢e. to 2c., depending on 
the order, reinforcing bars rolled from 
billets, 1.75¢, to 1.90c. base, reinforcing bars 


rolled from old rails, 1.65e. to 1.75e., refined 
iron bars, 2c. to 2.25¢.. the higher prices 
being for large lots, and the lower fo 
small lots. 

Garbage Cans.—The demand for 


garbage cans is quite active, prices are 
firm and possibly may be higher in the 
near future, due to the higher prices 
ruling for galvanized sheets. 

Local jobbers quote the Security make of 
garbage cans, made by the Sheet Met‘! 
Specialty Co., of this city. as follows: No 


1, $3; No. 2, $3.40 and No. 3, $4.10 each 


from stock. 

Field Fence.—The new demand for 
wire fence is beyond the capacity of the 
makers to meet promptly. “One promi- 
nent manufacturing plant is running 
100 per cent and is back about thirty 
days in shipments. A local jobber is 
getting shipments by express, paying 
the excess charges in order to get quick 
delivery. There may be an acute short- 
age in the supply of field fence if the 
coal strike should last for some time, 
as some of the wire mills are getting 
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short of coal, and may have to close 
down, or else run light, the result being 
that jobbers are urging quick ship- 
ments, their stocks being very low. 

Local jobbers continue to quote field fence 
at 68 per cent off in carload lots, and 66 
per cent off list in lots less than 1,00) rods, 
f.o.b, Pittsburgh. 

Lead Sink Traps.—A leading maker 
has made an advance of about 5 per 
cent in prices on lead traps. The mar- 
ket on all lead goods is very firm. 


Sheets.—The demand from all classes 
of consumers is very heavy. A short- 
age in supply of sheet bars from which 
sheets are made is looming up, and this 
may bring about a scarcity of sheets, 
should the coal strike last for consid- 
erable time. Sheet mills are getting 
back in delivery of orders, and one 
Youngstown, Ohio, mill has made an- 
other advance in prices of about $7 per 
ton, but this was done more to stave off 
orders than anything else. This maker 
is now quoting black sheets at 3.50 
cents base, at mill, for No. 28 gage, 
4.50 cents base for the same gage of 
galvanized, and 2.75 cents for blue an- 
nealed in large lots. Some of the lead- 
ing automobile builders are getting 
short of auto body sheets, and have had 
men come here from Detroit lately to 
stay in the mills and try to hurry up 


Office of HARDWARE AGE, 
538 Guardian Building, 
Cleveland, Ohio, April 29. 

OCAL retail hardware dealers gen- 

erally report an improvement in 
business. With the opening of spring 
there has developed a good demand for 
garden tools, lawn mowers and other 
seasonable merchandise. Jobbers’ sales 
show some gain. Jobbing houses re- 
port that buying is not as spotty as it 
has been; that orders are generally for 
larger lots than they have been of late 
and that many of their consumers have 
become more regular buyers. One of 
the most active items at present is re- 
frigerators. The demand for these is 
heavy because retailers put off buying 
earlier and there is a shortage in many 
sizes. 

Conditions in various manufacturing 
industries continue to improve and the 
number of idle men has been reduced 
materially. Increased employment will 
increase the buying power and it is 
expected to be reflected in better busi- 
ness for the retail hardware dealer. 
Price changes have not been numerous 
since our last report. One manufac- 
turer has reduced prices on certain 
lines of builders’ hardware and price 
reductions have been made on gas 
ranges. Shovels are also lower. Prices 
on steel bars, hoops and bands and on 
stove pipe and soil pipe have been ad- 
vanced. 

Automobile Tires and Accessories.— 
Jobbers report an improved demand for 
various accessories, including spark 
plugs, motometers, horns and bumpers. 
Sales of tires are also increasing. 
There are no changes in prices. 


HARDWARE AGE 


shipments. Local jobbers quote from 
stock as follows: 

Blue annealed sheets, 2.75c. to Se; No, 28 
gage Bessemer black sheets, 3.25c. to 3.50c., 
and No, 28 gage galvanized, 4. Oe. to 4.50c. 


in small lots from store. Prices quoted 
depend largely on the size of the order. 


Poultry Netting.—Local jobbers re- 
port the new demand as very heavy. 
Some of the weavers are getting back 
in shipments, and are running short on 
wire, due to delayed shipments from the 
wire mills. Prices are very firm, and 
may be higher in the near future. 
Local jobbers quote from stock at 50 
and 5 per cent after weaving, and 50, 
10 and 5 per cent before weaving. 

Soil Pipe and Fittings.—Prices on 
soil pipe and fittings have been ad- 
vanced several times in the past two 
or three months, the latest advance of 
5 points on the discounts having been 
made on April 24. A leading Southern 
maker of soil pipe and fittings is now 
quoting in large lots at mill as follows: 
Standard soil pipe, 55-10-10 and 5 per 
cent; heavy soil pipe, 64-10-10 and 5, 
and fittings, 52-10-10 and 5 per cent 
off list. 

Wire Cloth.—Reports are that the 
new demand for wire cloth is heavy, and 
stocks in jobbers’ hands are getting 
low, due to delayed shipments by the 


makers, all of which are back in de- 
We quote from jobbers’ stocks, f.o. b. 


‘eveland: Miller Falls No. 145 jacks, $4.75. 
Reliable jacks, No. 1, $2.33; No. 2, $3.33, 
in lots of 12; Derf spark plugs, 96c. each 
for all sizes in lots less than 50; Champion 
X spark plugs, 45c. each for less than 100 
and 48c. each for over 100; Champion 
regular, 53c. each for less than 100, all 
sizes 50c. each for over 100. 


Axes.—There is a moderate demand 
for axes for fall shipment. Prices are 
unchanged. 


Jobbers quote f.o.b. Cleveland as follows: 
First grade, single bitted axes, handled, $16 


per doz.; unhandled, $12 per doz.; double 
bitted axes, handled, $21 per doz.; un- 
handled, $17 per doz.; second grade axes, 


single bitted, handled, $14.50 per doz.; un- 
handled, $11.50 per doz.; double bitted, 
handled, $19.50 per doz.; unhandled, $16.50 
per doz. The lowest prices are for full case 
lots. For less than full cases prices are 
50c. per doz. higher. 

Binder Twine.—A fair volume of late 
orders are still coming in for binder 
twine. Jobbers are preparing to make 
shipments to the retail trade. Prices 
are unchanged. 

Cleveland jobbers quote standard and 
sisal binder twine at 10c. per lb. for mill 


shipment and 10%c. per lb. for stock ship- 
ment. 


Barbed Wire.—The market continues 
rather dull. Prices are unchanged. 


Jobbers quote f.o.b. Cleveland as follows: 
Galvanized barbed wire, catch weight 


spools, $3.40 per 100 Ib.; 80- — spools 
cattle wire, $3.05 per 100 Ib.; hor wire, 
$3.25 per 100 lb.: American Speci $2.35 


per 100 lb. For mill shipment jobbers quote 
galvanized barbed wire at $3.25 per 100 Ib. 
ned less than car lots and $3.15 for carload 
ots. 


Bolts and Nuts.—Bolt and nut manu- 
facturers have advanced prices 10 per 
cent, but jobbers have large stocks, 
purchased before the advance, and have 
not changed their regular quotations 
which appear below. | 


Jobbers quote, f.o.b. Cleveland: Large 
and small machine bolts, cut thread, 65 
and 10 per cent off list; carriage bolts, large 


annealed fence wire, 
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liveries. Prices are very strong. 

Local jobbers quote $2 per 100-sq. ft. for 
12 mesh black, and $7 per 100-sq. ft. for 
bronze. 


Wire Products.—The new demand for 
wire nails and wire is active, and sev- 
eral of the leading makers are practi- 
cally out of the market, fearing a short- 
age in coal supply, and not desiring to 
put much new business on their books 
while the coal strike.lasts. Jobbers’ 
stocks are getting low and deliveries 
by the mills are slow. Another advance 
in prices of wire products in the near 
future would not surprise the trade. 


Pitts- 
base 


Jobbers quote fiom stocks, f.o.b. 
burgh, as follows: Wire nails, $2.65 
per keg; galvanized, 1 in. and longer, in- 
cluding large head barbed roofing nails, 
taking an advance over this price of $1.25, 
and shorter than 1 in., $1.75; bright Bes- 
semer and basic wire, $2.50 per 100 Ib.; 
Nos. 6 to 9, $2.50; gal- 


vanized wire, $3: galvanized barbed wire, 
$3.25; galvanized fence staples, $3.25: 
painted barbed wire, $2.75; polished fence 
staples, $1.75; cement coated nails, per 
count keg, $2.25 to $2.35: these prices be- 
ing subject to the usual advance for the 
smaller trade, all f.o.b. Pittsburgh, freieht 
added to point of delivery, terms 60 days 
net, less 2 per cent off for cash in 10 days. 
Discounts on woven-wire fencing are 68 to 
7046 per cent off list for carload lots. #7 
to 6914 per cent for 1000-rod lots, and 66 to 
68% per cent for small lots, f.o.b. Pitts- 
burgh. 

Vacuum Bottles—On April 15 a 


slight advance in prices on some grades 
of Universal makes of vacuum bottles 
was made. 


and small, cut thread, 65 per cent off list; 
stove bolts, 80, 10 and 10 per cent off list. 


Corn Huskers.—New prices have 
been named for corn huskers, which are 
about 10 per cent lower than those that 
prevailed last year. Jobbers are be- 
ginning to take orders for fall ship- 
ment, 

Fence.—The demand for fence con- 
tinues light, with no change in prices. 


Cleveland jobbers quote field fence, f.o.b. 
Pittsburgh, at 68 per cent off list for car 
lots for mill shipment and 66 per cent off 
list for less than 1000 rods. 


Fruit Cans.—New prices have been 
announced for tin fruit cans, and job- 
bers are taking orders for June ship- 
ment. Jobbers quote 1-qt. tin fruit cans 
at $4 per gross for shipment from fac- 
tory and $4.50 for stock shipment. The 
latter price compares with the $6.50 
per gross that prevailed last year. 

Galvanized Ware.—Sales of gal- 
vanized ware show an improvement. 
Regular prices are unchanged but some 
price shading is being done by jobbers. 


Jobbers quote, f.o.b. Cleveland: Galvan- 
ized tubs with wringer attachment, No. 1, 
$7.25 per doz.; No. 2, $8.25 per doz.; No. 3, 
~ 25 per doz. Heavy Red Band tubs, No. 
Tags 75 per doz.; No. 2, $15.50 per doz. ; 
$17.25 per doz. Standard pails, 10- 

3, 25 per doz.; 12-qt., .50 per doz. ; 
es $2.75 per doz. : 16-at., $3.40 per doz. 


Garden Tools.—Retailers are doing a 
good volume of business in garden tools 
and jobbers are still getting a fair vol- 
ume of fill-in orders. 

Gas Ranges.—Leading manufacturers 
have reduced prices on gas ranges 
about 10 per cent. Jobbers’ sales have 
increased about 100 per cent during 
the past thirty days. 


‘ 


Handles.—A reduction of. about. 10. 


per cent has been made on hammer and 
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Mill and Hardware Supplies Prices — May 1, 1922 


M.S. Taher Tage, No. 2 to 
1 


RARS—CROW— 

Steel Crowbars, 4 ft. 10 Ib. 726; 
4% i. 14 Jb. $1.05; 5 ft. 
lb. $1.30 


Pinch Bars, 5% ft, 24 lb. $1.60; 
2ft. 75¢; 21% ft. 80¢. 

Bh. PTNG—LEA'THER— 

From No. 1 y 2 Tanned Butts. 
Belting, Ex. Hvy., 18 0o2..35% 
Belting, Heavy, 16 o8...... 40% 
Belting, Medium, 14% 02..40% 
Belting, Light, 13 o2.......50% 
Second > Sides..... 55% 
Second Quality, Shoulders. .60% 





Cut tee Lacing, Strictly 


same fmmiy: Bp Sides, per sq. 
id o. 1 in- 

tide 17 sq. ft. ‘and over. .47¢ 
Under 17 sq; ft. 45¢ 


eer eeeeone 


Rubber— 
Competition (Low Gueneeses 
Standard ...... eeccee 
BO GrehsOscvicccicveccete be 
BLOCKS—Tackle— 

Common Wood............ 45% 
OOS 45% 


Bolts— 
Carriage, Machine, &c.— 
Common Carriage (cut thread): 

% x 6, and smaller... .60&5% 
Common Carriage (rolled 
thread): 


% + 6, and smaller. .50-10-5% 

Larger or longer.. “aie 5% 
Phuo. Seok, $3.00 list. -6U% 
Bolt Ends, H. P. Nuts..... 40% 
Machine (cut thread): 


*#.4, and smaller... ,60-10% 
arger or longer....... 60-10% 


DRESSING—Belt— 
Liquid im gal. cans, gal. .$3.00 


DRILL AND DRILL 
sTOrcKs— 


HARDWARE AGE 


HAMMERS AND 


SLEDGES— 
3S te S Beccoce Sececcee 66%4-5% 
Over 5 lb.....- ieebveee 66%4-5% 
OILERS— 
Steel, Copper Plated..... 70-5% 
Chace, Brass and Copper. .10% 
a coppered........- 60% 

hace, Zine Plated...... 40-10% 
Rousced, GONE « c avecoves 20&5 % 
PICKS AND MATTOCKS— 
DOOR stacvccves «+ -50-10-5% 
Contractor's Picks 

40% Discount 

ROPE— 


fiectove Retail Trade. Per lb. 
in. diam. and larger: 
Highest Grade...19¢ Ib. base 
Second Grade..... 16¢ 1b. base 
Hardware Grade 
Sisal, 4 in, diam. and larger: 
Highest GREER. ccccceseve 23¢ 
Second Grade -20¢ 
Sisal, Hay, — and Bele "Ropes, 
Medium and Coars 
First Quali, 23464; second 
MP socioctecccescs 20%¢ 


First ¢ i Ml stesoceseeeellt 
Sec quality occccecce cde 


ope: 
Best 5/16-in, and larger, 


50¢ to 60¢ 
Medium, 6/16-in. od ae 


iy Gr., 5/16-in. 
larger adie virencedh “e 46¢ 
Jute: 


No. 1. “M-in. and up...-. 23¢ 
No. 2, -in. and up....19K%¢ 


SAWS AND FRAMES— 
Hack 


ack— 


— Frames— 

Iron, per d $3. 
Steel, adj., 3 to 12 in., per a 
Steel, adj., steel hdle., per doz.,. 
$3.50 


Star H. S. Frame........$18.18 
Adj. Pistol-Grip, per doz. .$18.12 


Iron and Steel 
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2 -50-1 105% 
M.S. "Teper “Taps, larger. 45-S% 


W ASHERS—Cast— 
Over %-inch, barrel lots, per 
100 Jb. 


6.25 


SCREWS— Sise Bolt.. 4 
Coach, Lag and Jack— Washers 6.25 
Coach, omy Sere 65-5% He 
ek Screws— 
Quan ace ens 50% waancaas= 
Agricultural +ee2-60% 
Machine— Alligator or Crocodile...... 50% 
Cut Thread Iron, Drop Forged S.....++++++-40% 
Flat Head or Rownd Head, Stillson pattern 
50&10% Genuine Walworth Stillson, 
Fillister or Oval Round Head, 624% 
maton METALS— 
ie or Oval Head, 40&10% 
geben ia Cee eee wu 
Filister or Oval Head. .80% Terre r eee eee ee 40@ 4¢ 
Ree ya _— oon 
ie OO Me Beacecccceestee |. Rat Disc a ccs tc cvatedsace 15¢ 
Fillister or Oval Head 00% Electrolytic 14% 
cecegeccceee +14 
Set and Cap— Casting ” 
Flat Head, Iron........... 80% Spelter and Sheet Zinc— 
Set (Steel) net advance over Western spelte %*@i¢ 
OPE EG “< Sheet Zine. ast 
Sq Hd. Ceri s ccnccsas % 9¢ open 9 
“=, Cap... cakaee i eT 
as. ay scape ASE American Pig, Per Ib. .64% @6%¢ 
" and larger....50&10&5% 
Fillister Head Cop........ 45% seacecininadiatarecin 7 
a a 23¢ 
Woo rante - 
Flat Head Iron....... 27,4 = pegucaauae 21 ¢ 
Round Head, Iron Cee. a2 ndeeeeceuenenes 
Flat Head, Brass.. Prices on solder indicated > 





Round Head Brass ee 20 
Flat Head, Bronee. -55&10810% 
Round Head, B Bronze 


composition. 


Babbitt Metal— 


private brand vary according to 


—_ be eee 60-10% 
Me Suthobavennsge sce 50% 
wee” Gauae Jobbers’ and R. S. 
ID | oi. ok carvicne 60-5% 
Brace Drills for Wood....50- 5% 
EMERY—Tarkish—_ 
Out of market at ernment time. 
Ps: eanccdeccence 1l¢ 








52%4810&10% Best grade, per lb sce oat 
STOCKS, DIES AND Commercial grade, per 
Tare Antimony— 
Asiatic, per Ib.....+- 6% @b%F 
Aluminum— 


No. 1 Aluminum (guaranteed over 
99 per cent pure). in ingots for 
remelting, per Ib.....- 25@27¢ 








hatchet handles. Other prices are un- 
changed. 


Jobbers quote f.o.b. Cleveland: Hickory 
axe handles, single and double bitted, best 
grade, $4.75 per doz.; XXX grade, $4 per 
doz.; XX grade, $3. 50 per doz.; X grade, 
$2.75 per doz. ‘No. 1 pick handles, $3.25 
per doz. Best grade, $4.75 per doz. ; Ameri- 
can Fork & Hoe Co.’s wood “D” shovel, 
spade and scoop handles, X grade, $6 per 
doz.; malleable “‘D” grade manure fork and 
spading fork handles, $5 per doz.; X grade, 
long shovel spading handles, $4. 50 per doz. 
hay and manure fork handles, X grade, 
4-ft., $3.15 per doz.; 414-ft., $3.60 per doz.: 
XX grade, 4-ft., $4.25 per doz.; 41-ft., 
$4.60 per doz. 


Ice Tongs.—A price reduction of 
about 10 per cent has been made in ice 
tongs. Jobbers quote No. 2 ice tongs 
at $13 per doz. 

Ice Cream Freezers.—Jobbers are 
getting a very good volume of orders 
for ice cream freezers for early ship- 
ment. Prices are unchanged. 


Cleveland jobbers quote freezers as fol- 
lows: Lightning, 2-qt. at $2.50 each; 3-qt. 
at $3 each; 4-qt. at $3.50 each; 6-qt. at 
$4.50 each ; White Mountain, 2-qt., $3; 3-qt.. 
$3.50; 4-qt., $4.25; 6-qt., $5.25; galvanized 
freezers, 2-qt., $12 per doz. 

Ice Skates—Few retailers as yet 
have placed orders for ice skates for 
next season. 

Jobbers quote Union Hardware Co. hockey 
skates as follows: No. 9 hockey, $1.90 pair: 
No. 424%, $1.25 pair; No. 924%, $2.30 pair; 
No. 424%, ladies’, $1.50 pair; No. 92414, 
ladies’, $2.75 pair. 

Jack Screws.—A 10 per cent reduc- 
tion has been made on jack screws. 


Lawn Mowers.—Jobbers report that 


the activity at present in lawn mowers 
is greater than in almost any other line. 
Early buying was rather light, which 
probably accounts for the good volume 
of business at present. Jobbers have 
good stocks. Prices are firm. 


Lanterns.—A fair volume of orders 
are being placed for lanterns for fall 
shipment. Prices are unchanged. 

Nails and Wire.—While there is a 
possibility of an advance in nail and 
wire prices by jobbers any immediate 
change seems improbable. While the 
independent mills have advanced prices 
$2 per ton the American Steel & Wire 
Co. is holding to the old prices and 
jobbers have large stocks. The demand 
is fair. 

Cleveland jobbers quote as_ follows: 


Nails, less than car lots, stock shipment, 
$2.75 per keg; same for mill shipment, 
$2.60: car lots, mill shipment, $2.50; No. 9 
annealed wire, $2.50 per 100 lb.; No. 9 
galvanized wire, $3 per 100 Ib.; cement 
coated nails, $2.25 per 100 Ib. 


Oil Cook Stoves.——While no large 
orders are coming out jobbers report 
oil cook stoves in good demand for 
early shipment. Prices are the same. 

Jobbers quote oil cook stoves, f.o.b. Cleve- 
land, as follows: Harvard, 2-burner, $10.85; 
3-burner, $14.25; 4-burner, $18.20. Cabinet 
pipe, 2-burner, $14.35; 3-burner, $18.50; 
4-burner, $24.20. 

Ornamental Fencing.—The demand 
for ornamental fencing continues good. 


jobbers quote ornamental 






Cleveland 


fencing at 55 per cent off list for both stock 
or mill shipment. 

Paints and Varnishes.— Mixed paints 
and specialties, including stains and 
varnishes and automobile paints are 
moving fairly well. Linseed oil has 
advanced and turpentine has declined 
since our last report. Manufacturers 
are now guaranteeing prices on white 
lead until Aug. 31. 


Cleveland jobbers quote best grade mixed 
paints at $2.60 per gal. for colors and $2.75 
for white; linseed oil, 95c. per gal. for r aw 
oil and 97c. per gal. for boiled oil; turpen- 
tine, 90c. per gal for barrel lots; white lead 
124%4c. per lb. for 100-lb. kegs and less than 
500-Ib. boxes. 


Poultry Netting and Wire Cloth.— 
Wire cloth is in fair demand, but sales 
of poultry netting are limited to pick 
up orders as the buying season is vir- 
tually over. Prices are being fairly 
well maintained. 

Jobbers quote as follows for mill shij- 
ment or for shipment from stocks, f.o.b. 
Cleveland: Poultry netting, galvanized after 
weaving, 50 and 5 per cent giscount; black 
wire cloth, 12 mesh, $1.90 to $1.95 per 100 


sq. ft. galvanized, $2.40 per 100 sq. ft 
bronze wire cloth, 14 mesh, $6.75 per 100 
sq. ft. 


Radio Apparatus.— Retailers who 
have commenced to handle radio equip- 
ment report a very good volume of 
sales. Jobbers still report difficulty in 
getting apparatus. The general ten- 
dency is to carry low stocks in view of 
the fact that what is selling well to- 
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aay 
time. 
Refrigerators.—Sales of refrigerators 
continue heavy and the shortage re- 
cently reported has become more acute. 
Manufacturers are out of many sizes 
and are depending on their daily output 
to fill orders. Consequently, shipments 
are being delayed. Jobbers are com- 
pelled to enter many back orders. 


Rope.—The demand for rope is be- 
coming more active. Prices are un- 
changed. 

Cleveland jobbers quote manila rope at 
17% c. per Ib. for mill shipment and 18\c. 
per lb. for shipment from stock; best qual- 
ity sisal rope, 15c. per lb. for mill shipment. 


Soil Pipe.—A price advance of eight 
points has been made on soil pipe and 
another advance is looked for. The 
higher prices are attributed to the stif- 
fening of the pig iron market. 


Jobbers quote for stock shipment stand- 
ard soil pipe at 46 per cent off list; heavy, 
55 per cent off list; fittings, 43 per cent off 
list. 


Sporting Goods.—There is a heavy 
demand for baseball goods and jobbers 


may become obsolete in a short 


Office of HARDWARE AGE, 
3725 Colfax Ave. So., 
Minneapolis, Minn., April 29. 


ETAIL hardware sales continue 
R to show a steady improvement, 
and if the weather were more 
seasonable there is no doubt but that 
there would be a large volume of busi- 
ness. There has been no real warm 
weather as yet and this is retarding 
business in all lines. 
Garden tools, seeds, and automobile 


accessories are beginning to move 
freely. 
Builders’ Hardware.—Building con- 


struction is now rapidly getting under 
way and the outlook for builders’ hard- 
ware is that this season will break all 
previous records. A very nice volume 
of business is already being received. 


Axes.—Sales continue to be a fair 
volume. Prices remain as last quoted. 


We quote from jobbers’ f.0.b 
Twin Cities: Single bit axes, $11.50; dou- 
ble bit, $16.50 per doz., base weights. 


Bolts.—Sales of bolts are steadily 
increasing and a fair volume of busi- 
ness is expected to develop. Prices re- 
main as for some time past. 


We quote 
Twin Cities: 


stocks, 


f.0.b. 
69-10 
cent; 


from jobbers’ 
Small carriage bolts, 
per cent; large carriage bolts, 60 per 
small machine bolts, 60-10-10 per cent; 
large machine bolts, 60-5 per cent; stove 
bolts, 80 per cent; lag screws, 65 per cent. 

Brads.—Demand for brads has 
reached a very satisfactory volume and 
is daily improving. Prices are firm. 

We quote from jobbers’ stocks. f.o.b 
Twin Cities: Brads, in standard packages, 
75 per cent from list. 

Churns.—Some improvement is noted 
in this line, although the total volume 
remains small. Prices are firm. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Barrel type churns, 40-5 per 
cent from list. 

Clipping and Shearing Machines.— 
Sales are developing into about the 
usual volume of business. Prices show 
no change. 


stocks, 


HARDWARE AGE 


are unable to get shipments of bats, 
balls and gloves as fast as needed. 
There is some scarcity of tennis rackets, 
particularly in the cheaper grades. 


Stove Pipe and Elbows.—The recent 
reduction in stove pipe did not stand 
long, as prices have again been ad- 
vanced to about where they were before 
the reduction. Jobbers gave the re- 
tailer an opportunity to get under cover 
before the advance and booked a heavy 
volume of orders. 

Cleveland jobbers quote 6-in. 28 gage 
stove pipe for mill shipment at $3 per crate ; 
same for stock shipment, $3.30 per crate, 
and crimped elbows at $1.14 per crate for 
mill shipment and $1.35 per crate for stock 
shipment. 

Shovels.—Shovel prices have declined 
about 25 cents per doz. Competition 
has been very keen among manufac- 
turers and some did not fall in line 
when an attempt was made recently to 
advance prices. Consequently jobbers 
did not mark their prices up and they 
have now made reductions following 
lower prices that are being quoted by 
some of the manufacturers. 


TWIN CITIES 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: No. 1 Hand clipper, $9.00; No. 
8 Hand shearing machine, $12.00 each. 

Eaves Trough, Conductor Pipe, and 
Elbows.—Sales are showing rapid im- 
provement. There was an error in 
last week’s report, indicating a slight 
decline on conductor pipe. Correct 
prices are as follows: 


We quote from jobbers’ stocks. f.o.b. 
Twin Cities: Eaves trough, 28 ga., 5 inch, 
lap joint, single bead, $4.50 per 100 feet; 
3 inch conductor pipe, corrugated, $4.50 per 
100 — elbows, 3 inch corrugated, $1.55 
per 


Files.—The demand for files con- 
tinues to increase daily and a fair vol- 
ume of business is being done. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Nicholson files, 60-5 per cent; 
Arcade files, 70-2% per cent; Disston files, 


70-10 per cent. 
Galvanized Ware.—Sales are show- 
ing an increase along with generally 


improved business conditions. Prices 
remain as for some time past. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Galvanized tubs, No. 1, $6.10 
per doz.; No. 2, $6.85: No. 3, $8; heavy 
galvanized, No. 1, $12; No. 2, $13; No. 3. 
$15: Standardized 10-qt. galvanized pails. 
$2.15; 12-qt.. $2.35; 14-qt.. $2.79: 16-qt. 
stock pails, heavy, $6; 18-at.. $7.35. 


Glass and Putty.—There is only a 
fair volume of business being obtained 
in these items. Prices are firm. 

We quote from jobbers’ stocks, 
Twin Cities: Single strength glass, 84 per 
cent; double strength glass, 85 per cent. 
Putty in 50-lb. drums, $4.40 per cwt.; 25-Ib. 
drums, $4.55 per cwt. 


Hose.—Very little retail business is 
being done as yet in garden hose. Prices 
remain as last quoted. 


f.o.b. 


We quote from jobbers’ stocks, f.o.b 
Twin Cities: Five-ply, 3.4-in.. 1114¢c. per 
ft.: 3-ply, competition hose, 94c. per ft. 


Ice Cream Freezers.—Due to the un- 
seasonably cold weather there has been 
practically no retail business in ice 
cream freezers. Prices remain firm. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: White Mountain freezers, 4- 
qt., $4.13; 8-qt., $6.75. 


Lawn Mowers.—While some interest 
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Jobbers quote f.o.b. Cleveland as follows: 
No. 2 size shovels, 4th grade, $9.25 per doz.; 
2nd grade, $11 per doz.; 1st grade, $14.50 
Per doz, 


Screws.—The demand is steady and 
prices are unchanged. 


Jobbers quote wood screws as follows. 
f.o.b. Cleveland: Flat head bright, 8244-10 
and 5 per cent off list; round head blued, 
80-10 and 10 per cent off list; round head 
nickeled, 70-10 and 5 per cent off list ; 
— head brass, 75-10 and 5 per cent oft 
ist. 


Spooled Wire.—Prices on annealed 
steel and copper spooled wire have 
declined 20 per cent. Jobbers quote 
these wires in quarter-pound spools at 
50 per cent off list. 


Steel Sheets.—Jobbers have made no 
advance in prices on steel sheets, as 
they have contracts placed with mills 
before the recent advance in mill prices. 

Cleveland jobbers quote sheets at 3.75c. 
for No. 28 black; 4.75c. for No. 28 galvan- 
ized. 

Steel—Warehouse prices on steel 
bars, hoops and bands have been ad- 
vanced $2 per ton. 


Jobbers quote steel bars at 2.31lc. per Ib 
and hoops and bands at 2.8le. per Ib. 


is developing in lawn mowers, very few 
sales have been made. Prices remain 
unchanged. 

We quote from jobbers’ stocks, f.o.} 
Twin Cities: Philadelphia lawn mowers, 
styles C and E, 30 per cent from list; styles 
A and K, 25 per cent from list; Riverside 
ball bearing, 16-in., $8.35 each. 

Milk Cans.—Demand for milk cans 
is beginning to develop fairly satisfac- 
tory. Prices show a slight decline. 

We quote from jobbers’ stocks, f.o.b 
Twin Cities: Railroad milk cans, 5 gallon, 
$2.25 each; 8 gallon, $2.80 each, 10 gallon, 
$2.95 each. 

Nails.—Dealers are now receiving a 
very substantial volume of business in 
smooth wire nails. Prices remain as 
last quoted. 

We quote from jobbers’ stocks, f.o.b 
Twin Cities: Standard wire nails, $3.55 
base; cement coated nails, $2.80 base. 

Paper.—There is a very satisfactory 
volume of business developing in 
building papers. No price changes 
have been recorded. 


We quote from jobbers’ stocks, f.o.t 
Twin Cities: No, 2 tarred felt, $2.57 per 
ewt.:; string felt, $1.42 per cwt.; red rosin 


sheathing, $2.19 per cwt. 
Planters.—Inasmuch as the planting 

season has been delayed by cold 

weather, sales are just beginning to 


develop. Prices remain as last. 


We quote from jobbers’ stocks, fol 
Twin Cities: Acme —* planters, $9.75: 
Acme corn planters, $9.75 


Poultry Netting. — Retail sales of 
poultry netting are now developing 
rapidly and a-good volume of business 
is being obtained. Prices continue un- 


changed. 
We quote from jobbers’ stocks, f.o.b 
Twin Cities: Hexagon poultry netting, 55 


per cent from standard lists. 

Rope.—Sales of rope continue to im- 
prove and a fair volume of business is 
being obtained. Prices remain firm. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Pure manila rope, 19%c. per 
lb.; pure sisal rope, 16%c, per Ib. 


Sandpaper.—There continues to be a 
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A quick sale, 


MCKINNEY 
Hinges and Butts 
d Hardware 


Also door hangers and 
track, door bolts and 
latches, shelf brackets, win- 
dow and screen hardware, 
cabinet hardware, steel 
door mats and wrought 
specialties. 
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Write us for this book. When 
it comes, tie it to your counter 


where it will actually help you 
sell garage sets. 





McKINNEY 


COMI 


j GARAGE SI rs 











and a satisfactory sale all around 


HE selling of a set of McKinney 

Garage Door Hardware is quick 
because you sell the set as a unit—every- 
thing needed for the hanging and opera- 
tion of a garage door is packed in a 
single box. 


There is no time consumed assembling 
the various articles of hardware, no 
wrapping, no adding of prices. Each 
set is complete from track to screws. No 
chance of anything being forgotten. 


It is a satisfactory sale because you 
know you are giving your customer a 
set of hardware that is of the highest 
quali McKinney made— 
a set which will not only carry his door 





perfectly, but which will give him long 
years of service. 

Write today for our interesting book 
which shows pictures and simple erecting 
plans for all types of garage doors, slid- 
ing-folding, swinging and around-the- 
corner types—together with illustrations 
and ordering numbers for the McKinney 
sets which correspond with each door. 
Ask us for the McKinney Garage Door 
Hardware Book. 

When the book comes, tie it to your 
counter so that it can be consulted by 
you and your customers. It will be ex- 
tremely helpful to a customer in de- 
termining just what kind of a door he 
requires, 


MCKINNEY 


Complete Garage Door Sets 


McKINNEY 


Western Office, Wrigley Bldg., Chicago 


MANUFACTURING 


COMPANY, Pirrspurcu 


Export Representation 
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__ Paint Material Prices as Quoted in New York—May 1, 1922 


Animal, Fish and Vege- 
table Oils— 





casks, 

















Neatsfoot pure gal.... 1.88@1.40 White Seal ..........11 @11% Spirits of Turpen 
ae ol 1, gal..... .77@ — Dry Colors Per gal., yard basis 


Colors in Oil 












La 
Uascoet, _ Pew. carload spot per Ib....... .7%@ 7% P Per ib. BLACK :— 
> bi whbeeenese s i Sy , Black, Carbon Gas RS eer cies a 
City, 5-bbl. lots, gal... Sey SER..." 1S Black, Boue .. pee Me sc ert tt 
Out-of-town, 5 bbl. lots ack, Drop .. Dro} black secceceees 025Q80 
and over, gal......... ma ro ‘se1.20 Blacks Ivory Lampbiack...--.-..... 30Q88 
Rolled. 2¢ per gal. advance on Raw. Gilders .............. 1.20@1.25 os eee BLUB :— 
Lard, city, Steam... .9%@ 9% Ex. Gilders .......... 1.80 Blue, , —~ dl ag ip saaastene’ ws +4 
| cee +. 12%@13% Blue, Soluble ... 50 Prussian ..sesesese+s +«75@80 
Blue, Ultramarine .... 8 30 Ultrama: seccecess 0@45 
Oetton seed -20@ .24 Blue, Milori, ib.......60 BROWN :— 
Bleachable ......... 104 @— = = Brown, American, Burnt 8%@ 4 Sienna, Italian, burnt, 
° ° Brown. Sienna. anes, or raw, best grades. .21@24 
Yellow Summer, Prime, Gum Shellac Burnt and Powdered.. @14% Umber, Turkey, burnt, 
aries i VS as wie —@— _ Turkey, Umber ....... ing 5% or raw, bes es, .20@22 
Crude in bbls. ....... oe ree T 0 s0eee en 74 Vandyke brown, gen- 
Tallow, acidless, gal... .72@ .75 Gee ~—_. am < Gust | alee -28@80 
* cally Pure, : — 
gr 2 pane anh Cee. Chrome, C. P......... .18@20 
rude, in bbis......... —-@ — ot oe — mmon .... RED :— 
Light pressed, gal..... —-—@ — ee ae nominal Indian oe eeees »28@Q30 
Orange, Fine ......... -82@ .83 Paris. Green, Red Lead *(Minimom 
Cocoanut, Ceylon, bbi., Orange, Superfine ..... .84@ — Aresnic .... in oil), 100 Ib. gs 
i te iediinan el Red Cosuiian, No. 40, TASCAB .ccccccce ° 
N. Y., per Ib 8% @9 White and Red Lead, Etc. bul cites, S2jrin: Wale... : 15@16 
Cod, Domestic, Prime. .,.56@ — = per Ib. Indian Red, "Standard. = 12 WHITE :— 
Newfoundland, in bbl.. .58@ .60 White Lead, Dry.. 7%*@— SY eae @2r White lead in ofl, 100 
orn, Refined, bbl. Ib. . 9%@— Zine ——— Red eel 18 Qala WS. vececeeeeevees 9.87Q10.88 
Crude bbl., per Ib.. .104@10% — side, Selected, per ib. 7%H@ 8 Natural Red Oxide..... 8 @ 4% YELLOW :— 
Olive. denatured, bbl. } see Seal 5 eg Ht | ag Vermillion, English ...85 @— POMC os seccccccces ett +14 
per gal. ...........$1.12@1.15 | Green Seal'........... 9%@10% Yellow, Chrome ......17 @20 Ochre, French ....... .18@16 
steady and increasing demand for sand- Twin Cities: 28 gage galvanized sheets, New Corcoran-Victor Devices 


paper. Prices remain unchanged. 


We quote from jobbers’ stocks, f°! 
Twin Cities: Best grade No. 1, at $7.20 
per ream; second grade, No. “iE at $6.50 per 
ream; No. 1 garnet paper, $15 per ream, 


Sash Cord.—Sales of sash cord are 
improving steadily both for immediate 
and future delivery. Prices remain 
firm. 


We quote from jobbers’ stocks. 
Twin Cities: Best grades, 65c. per lb.; 
dinary grades, 36c. per Ib. 


Sash Weights. — Immediate delivery 
business is of small volume, but con- 
siderable future business is being 
booked. There has been a slight decline 
in price. 


We quote from jobbers’ 
Twin Cities, $2 per cwt. 


Screen Doors and Windows.—Very 
little consumer business has developed 
as yet, but warmer weather will open 
up a brisk trade. Prices remain as 
last quoted. 

Screws.—Sales of screws are de- 
veloping into a very satisfactory vol- 
ume of business. Prices remain the 
same except a slight decline of bright 
wood screws. 

We quote from jobbers’ 


f.o.b. 
or- 


stocks, f.0.b 


stocks, f.o.b 


Twin Cities: Flat head bright screws, 85-10 
per cent; round head blued screws, 82% 
per cent; flat head japanned screws, 77% 
per cent; flat head brass screws, 80-5 per 
cent; round head brass screws, 77% per 


cent. 

Snaths.—There is no retail business 
in sight as yet. Prices remain as fol- 
lows: 


We quote from jobbers’ 
Twin Cities: Scythe snaths, 
bush snaths, $16.25 per doz. 

Solder— Demand for solder remains 
of fair volume. There has been an 
increase of one-quarter cent per Ib. 
since the decline noted in last report. 


We quote from jobbers’ stocks. f.o.b. 
_ Cities: Half and half solder, 23c. per 


Steel Sheets.— Demand for steel 
sheets shows a slight improvement. 


Prices continue without change. 
jobbers’ 


stocks, f.o.b. 
$14 per doz.; 


We quote from stocks, f.o.b. 





$5.25 per cwt.; 28 gage black sheets, $4.25. 

Tacks.—Sales of tacks are showing a 
steady improvement, although the total 
volume of business is small. 


We quote from jobbers’ stocks. f.o.b 
Twin Cities: American cut, 0z., 60c. 
dozen packages; Tinned carpet, 8 oz., 65c.; 
~~ ei 8 0z., 60c.; double pointed, 11 
0z., 32c. y 


Tin Plate—There is a steady im- 
provement in the retail demand for tin 
plate. Prices remain as last quoted. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Furnace coke, ICL, 20 x 28, 
$13.55; Roofing tin, IC, 20 x 28, 8 lb. coat- 
ing, $13.50 per box. 

Wheelbarrows.—There is an increas- 
ing demand for wheelbarrows as the 





STO 


Employment on Increase 


With an increase of 17,930 workers, 
the iron and steel industry made the 
greatest gain of all industries in em- 
ployment in March, the percentage of 
increase being 5 





nee 





season gets under way. Prices remain 


unchanged. 

We quote from jobbers’ stocks, f.nhb 
Twin Cities: Wood stave, fully bolted, $36. 
per doz.; No. 1 tubular steel, $6.35 each; 


No, 1 garden barrow, $5.40 each. 

Wire Cloth.—Retail demand is now 
beginning to develop and should soon 
show a nice volume of business. Prices 
remain the same. 


We quote from jobbers’ stocks. f.0.b 
Twin Cities: Black, 12 x 12 mesh, $2.10 per 
100 square feet; galvanized, $2.40 per 100 
square feet. 


Wire.—Demand for wire continues 
to show a steady improvement as the 
spring season gets under way. Prices 
show no change. 


We quote from jobbers’ 
Twin Cities: Barbed wire, 


stocks, f.o.b. 
painted cattle, 


80-rod spools, $2.87; galvanized cattle 
$3.26; painted hog wire, $3.07; galvanized 
hog wire, $3.49; smooth black annealed 


No. 9, $3.20 per cwt.; 
annealed, $3.70 per cwt. 


smooth galvanized 


The Corcoran-Victor Co., manufac- 
turers of automotive lamps, tool and 
battery boxes, announces that it will 
shortly offer several new devices for 


per the improved operation of motor cars, 


trucks and tractors. 

O. F, Conklin, who was_ identified 
with the Remy Electric Co. for a num- 
ber of years as chief engineer and later 
as president and general manager, is 
now actively engaged as consulting 
engineer for the Corcoran-Victor Co., 
and will have complete charge of the 
manufacturing of these articles. 


Large Car Order 


The Altoona, Pa., shops of the Penn- 
sylvania Railroad, in addition to filling 
an order for twenty new steel dining 
cars for that road, has received an or- 
der to finish and equip fifteen of the 
P-54 passenger cars to be used in elec- 
trie service in the city of Philadelphia. 
The Altoona shops are now running 
about full. 


Sayward Hardware Co. Changes 


Announcement has been made to the 
effect that following the recent retire- 
ment of its founder that J. H. Sayward, 
Inc., long known as the “Do It Now” 
hardware store of Haverhill, Mass., will 
continue to do business under the name 
of the Sayward Hardware Co. Perry 
Elliott of Haverhill has purchased Mr. 
Sayward’s interest in the business and 
has associated with him Ralph L. 
Cramm and Daniel J. Hayes. 


The Baltimore & Ohio Railroad has 
placed an order with the Pullman Co. 
of Chicago for fifty new passenger cars 
of various types, delivery being called 
for late this year. 
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Actual Photograph of the Smallest Target— 10 Shots at 1000 Yards—All Placed Within 
Note that the Extreme distance Between Shots the Area Indicated by the Dotted Line in the 
Farthest Apart is Only 8.8 in. Brim of the Service Hat. 


Wins 


U.S. Government .30-’06 Cartridge Accuracy Test 


with Jufala 


NON-FOULING BULLET 
Patented 








BULLETS 





The proved supremacy of Western Ammunition has a real dol- 
lars-and-cents value to the Western dealer. It means that sport 
followers throughout the country are so favorably impressed by 
Western accuracy and reliability that they naturally patronize 
the store which carries Western stocks. 


The experienced dealer also knows that the famous Steel-Locked 
Western FIELD Shell is the logical shot-shell leader because it is 
made under the same conditions and with the same care and 
accuracy that characterizes every product bearing the Western 
trade mark. 


Line Up With Western! , 


Winner in the Field—Winner in the Store 


<@g> WESTERN CARTRIDGE CO. <g> 


East Alton, Ill. 
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Steam Roller to Speed Up Tariff Debate 


Senate Leaders Heed Demand of Business Men for 
Early Settlement of Uncertainties —Commer- 
cial Reports Are Optimistic 


WASHINGTON, May 1, 1922. 

ITH the aid of the steam roller 

and the big stick, that august 

body, the United States Sen- 
ate, has tackled the pending tariff bill 
with a determination to jam it through 
in the hope of placing it upon the 
statute books before the end of the cur- 
rent fiscal year. The first showing of 
these rather arbitrary tactics has 
aroused considerable resentment on the 
part of minority Senators but it is be- 
lieved the determination of the Senate 
leaders to heed the demand of the pub- 
lic for prompt action will materially 
expedite the enactment of this im- 
portant measure. 

From every part of the country the 
cry has reached the Senate that busi- 
ness is much more interested in the 
speedy settlement of the tariff problem 
than it is in the exact rates to be 
adopted. More than one acknowledged 
protectionist has assured the Finance 
Committee that the immediate re-enact- 
ment of the existing tariff law with its 
comparatively moderate rates of duty 
would do more to stimulate business 
than the vague prospect of increased 
protection for domestic industry at 
some uncertain date in the future. 


Would Eliminate General Debate 


In response to these demands the Fi- 
nance Committee leaders undertook at 
the outset to eliminate the usual period 
of general debate, which commonly lasts 
four or five weeks in the case of a gen- 


By W. L. CROUNSE 


eral tariff revision, and sought to be- 
gin the immediate consideration of the 
2000 odd amendments to the House bill 
adopted by the Finance Committee. 
This drew from the minority a strenu- 
ous protest and a threat of a filibuster 
that might make it necessary for the 
Senate to sit continuously until winter 
clothes would again be in order. 

The net result has been the adoption 
of a compromise plan under which 
lengthy speeches dealing with the gen- 
eral principles of tariff revision will be 
sandwiched in between discussion of 
the merits and demerits of the Fi- 
nance Committee’s amendments. It is 
believed, however, that the passage of 
the bill will be expedited by these tac- 
tics as there will be none of the usual 
periods of delay when no Senator is 
ready to make a set speech. 

In opening the debate on the tariff 
bill, Chairman McCumber of the Fi- 
nance Committee warned the country 
that the passage of this measure will 
not alone restore prosperity and stimu- 
late industrial activity. Costs of pro- 
duction must be reduced to fit the con- 
sumers’ pocketbook, he declared, before 
there can be a return to what he de- 
nominated “old-time prosperity.” 

Manufacturers, wholesalers and re- 
tailers must content themselves for a 
year or two with the “most meager 
profits.” Workers in every line of in- 
dustry must increase their efficiency to 
the highest possible degree, for in this 
way alone can costs be reduced without 


the undue cutting of their wages. 

Senator McCumber was very care- 
ful to make it clear that his plan for 
reducing production costs does not in- 
clude any slash of wage scales. In 
view of the present high cost of living, 
he said, it would be most unjust for 
manufacturers and other employers to 
cut wages but, in their own interest, 
workers must increase their output or 
the public would be unable to buy their 
products in sufficient volume to keep 
the workers busy. 

In sounding this keynote, the chair- 
man of the Finance Committee held 
the close attention of the entire Sen- 
ate, while galleries crowded with visit- 
ing business men representing half the 
States in the union attested the inter- 
est with which commerce and industry 
are following the development of the 
economic policy of the administration 
and the majority in Congress. 


Tariff Revision Not a Panacea 


“This proposed legislation,” Senator 
McCumber warned, “will open the way 
to prosperity in the United States, but 
it will not, unaided, bring about this 
result. The American people must do 
the rest, and right here I want to say 
a word to the American manufacturer 
and the American laborer in our fac- 
tories. . 

“This bill is intended to and I be- 
lieve it will sufficiently protect your 
market against any excessive foreign 
invasion but just remember that over 
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Here Is the Star Speed Wagon 
—the Disc Wheel Coaster, with shock 


absorbers, that steers like an automobile 


Strength and speed, which are the two things to look for 
in a boy’s wagon, are features of the Star Speed Wagon. 
Every boy who owns a Star Speed Wagon knows this, 
and his parents know that he has a toy which will outlast 
all his others and give him the healthiest pleasure as well. 


Features That Make it a Seller 


When you point out features like the following the 
Star Speed Wagon practically sells itself. 


The bed is made of heavy hardwood 
lumber and rests on hardwood bol- 
sters at both front and rear. Sets low 
so that corners can be turned at high 
speed without fear of tipping. Rear end 
rests on special spring shock absorb- 
ers, Front end is provided with regular 
automobile steering gears and braced 
with sturdy radius rods. All steel disc 
wheels, with rims heavy enough to 
withstand the rough work of speeding. 
Wheels revolve on cold rolled steel 
bearings which will not crack like 
small ball bearings and at the same 


If youwant to really “sell,” not just “handle” wagons, write us 


time reduce friction toaminimum. Hub 
caps on wheels keep the grease in 
and the dirt out. 

When a wagon sets low like this and 
at the same time has 10-in. wheels, the 
boy gets more power and a better pur- 
chase. Woodwork finished with two 
coats ofclear varnish. Wheels colored 
a beautiful shade of red trimmed with 
black. Furnished with or without 
leather-like seat cushion. 

Packed in sealed carton which 
keeps it fresh and attractive. Take ad- 
vantage of this quick seller. 








Note the Sturdy Con- 
struction. The Boy 
Can Use It Rough! 








' HUNT, HELM, FERRIS & CO. 


Harvard, Ill. Everything for the Modern Barn Albany, N.Y. 
Los Angel San Francisco— Por.land, Oregon 
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**Something to Sell 

the Year Around’’ 


Stalls, Stanchions 
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90 per cent of all your products must 
be consumed right here at home. I 
think I am clearly within the actual 
facts when I say that two-thirds of the 
American people, the bread winners in 
the United States, are not receiving 
an income any greater than their pre- 
war income. 

“The net earnings of the agricul- 
tural class are, on the whole, below the 
prewar income. When we deduct the 
rents, or in lieu of rents the added 
taxes and cost of upkeep of the homes, 
of another one-third of our population 
who are also bread winners, it will be 
found that their net income is also be- 
low the prewar income. 


Earnings Limit Expenditures 


“When I say that these people can 
not spend any more than they earn I 
think I have sufficiently foreshadowed 
the necessity on the part of the manu- 
facturers of bringing down the produc- 
tion cost of their commodities to within 
the purchasing reach of this vast army 
of American farmers and American 
wage earners—a reach that can not 
extend one inch beyond the limit of 
their earnings. 

“We have tried to help bridge this 
gulf between the production cost of 
manufactured articles and the con- 
sumers’ ability to buy them by doing 
what we can to increase the purchasing 
power of the latter, and it is now up to 
the manufacturer to do his part to 
bring his cost down to meet the size 
of the consumer’s pocketbook. With 
the present high cost of living it would 
be most unjust to start his economy 
by forcing a reduction in the wages of 
his employees. 


“Old-Time Prosperity” Again 


“Knowing that the principal cause 
of idle mills and idle men is this dis- 
parity between manufacturers’ cost of 
production and consumers’ ability to 
pay, I think I can suggest a course 
that will do more for our national pros- 
perity than can be accomplished by any 
kind of law, tariff or otherwise. Let 
the manufacturer be satisfied with a 
most meagre return upon his invest- 
ment for a while, then let the em- 
ployees increase their efficiency to the 
highest possible degree. Then if the 
retailer will just follow the manu- 
facturer, the great American public, 
now hungry for more and better 
things, will give employment to all to 
supply its demands and old-time pros- 
perity will again reign throughout the 
land.” 

The majority leaders of the Senate 
hope to pass the tariff bill through 
that body by May 20. If this is ac- 
complished, the consideration of the 
measure in conference committee could 
be disposed of in time to enable the 
President to sign it on or before June 
15. 

May Mean More Taxation 


Cold chills have coursed up and down 
the spines of thousands of business men 
visiting Washington during the past 
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week as the result of an informal 
statement issued by the Treasury De- 
partment to the effect that there will 
probably be a deficit of $350,000,000 
at the end of the fiscal year which be- 
gins July 1 next. Such a deficit, it is 
declared, would necessitate the levying 
of additional taxes irrespective of any 
soldiers’ bonus legislation or other un- 
usual draft upon the resources of the 
department. Small deficits can be 
taken care of by issues of Treasury 
certificates but inasmuch as the Gov- 
ernment, in Secretary Mellon’s lan- 
ruage, “has nothing to sell,” it can not 
handle a deficit of more than a third 
of a billion of dollars without provision 
for additional revenue. 

The steady shrinking of income tax 
returns is accepted by experts as 
demonstrating two facts of the highest 
importance to the taxpayers. One of 
these is the decrease in the earnings of 
industrial corporations and _ business 
partnerships which reflects the de- 
pressed conditions which have pre- 
vailed for many months throughout the 
country, while the other is the complete 
proof of the soundness of Secretary 
Mellon’s declaration that Congress, in 
revising the surtax schedules last No- 
vember, did not sufficiently reduce the 
rates to tempt men of large means to 
withdraw their money from tax-exempt 
investments and place it in productive 
enterprises. 


Surtaxes Too High 


With the Government taking more 
than half of all large incomes while 
tax-exempt securities may be pur- 
chased on a basis of from 4% to 5 per 
cent, it is not surprising that men of 
large means are selling their holdings 
of common and preferred stocks in the 
leading industrial corporations and 
investing in tax-free state and munici- 
pal bonds. The recent rise in the mar- 
ket price of Liberty bonds, some of 
which have gone up ten to fourteen 
points within the year and are now al- 
most at par, is additional evidence that 
men of wealth, who during the war 
were willing to pay heavy taxes to 
keep the essential industries of the 
country running at top sneed, are now 
considering their personal interest and 
are conservatizing their investments 
without sacrificing income. 

Secretary Hoover sounds an optimis- 
tic note in making public the monthly 
survey of current business by the ex- 
perts of the Department of Commerce. 
The statistics covering commercial and 
industrial movements during March, 
the report says, show a profound im- 
provement in business conditions over 
that of a year ago. 


Increased Iron and Steel Output 


“Two outstanding features of more 
than ordinary importance,” the report 
says, “are the marked increases in 
iron and steel activity and the big in- 
crease in construction. Since the first 
of April the coal strike has resulted in 
almost total cessation of work in the 
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anthracite mines and a reduction of 
more than 56 per cent in bituminous 
output. However, owing to the excep- 
tionally heavy stocks of coal this situ- 
ation has so far had but little effect 
upon business. 

“Production of pig iron during 
March amounting to 2,035,000 tons, has 
not been equaled since January, 1921, 
and was over 600,000 tons greater than 
in February, 1922, or March a year 
ago. Production of both pig iron and 
steel has been increasing since last 
July, but an advance of from 25 to 30 
per cent in March, compared with Feb- 
ruary, marks by far the largest in- 
crease for any single month. 


Drop in Cotton Stocks 


“Exports of cotton in March 
amounted to 461,484 bales, while cot- 
ton consumption by textile mills 
amounted to 518,450 bales and stocks 
in cotton mills and warehouses showed 
a seasonal decline, the total amounting 
to 5,320,000 bales or about 1,250,000 
bales less than a year ago. 

“Increased coal production during 
the month may be attributed to an- 
ticipation of the strike. Marked im- 
provement in automobile shipments 
was reported. Building contracts 
awarded in twenty-seven Northeastern 
States during the month amounted to 
$293,637,000, which was the largest 
recorded for any month in nearly two 
years. 

“Prices during March showed a 
tendency toward a lower level, the re- 
tail food price index dropping to the 
lowest point so far recorded, while 
farm prices increased, thus narrowing 
the gap between the farmer’s buying 
and selling level.” 


Cheering Employment Figures 


Employment figures in the past 
thirty days have shown a decided and 
continued upward trend in all sections 
of the country. The latest bulletin 
from the President’s Conference on 
Unemployment, based on figures from 
the United States Employment Service, 
states that for every 100 jobs available 
there are now but 160 applicants, as 
against 226 in January. 

In other words, where there was 
work for only 44 per cent of the seek- 
ers three months ago, there are now 
jobs for 62 per cent. Based on an esti- 
mate of 3,500,000 jobless, this means 
employment for 630,000 individuals. 

In January there were thirty-eight 
applicants placed out of every 100. 
For the first week in April the number 
kas gone up to fifty. 

“It does not seem very much,” said 
Arthur Woods, chairman of the Emer- 
gency Committee which charted the 
figures, “but the gain is distinct and 
continued. April’s first week has im- 
proved on March and is decidedly bet- 
ter than January, which gives the con- 
ference much hope that the unemploy- 
ment situation will continue to brighten 
through the month and after.” 

A committee is now hard at work, 
under direction of the conference, with 


Reading matter continued on page 90 
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Making windows count 


OU can’t get away from it. Excuses don't an ultra-marine shade of blue sateen. The 
help. ‘Lhe fact has been proved time panel in the centre of the map was white with 
and time again. Window displays sell the goods a light green border and red lettering. 


and keep them selling. 
“The window has caused quite a little comment 


Here is an extract from a letter of the Western and has practically sold us out of ‘XXth Cen- 
Bank Supply Company (the Tulsa, Oklahoma tury’ Coolers. We feel that the window has 
branch). “We are enclosing a photograph of a well repaid the effort put forth.” 

recent window display. The map shown in 

the centre of the photograph is made from The aggressive, progressive spirit is going to 
beaver board and the mountains are in re- count this year more than ever before. We 
lief. The entire map was painted a light green shall be glad to tell you many ways to increase 
leaving white to show the snow on the Rocky your “XXth Century” Cooler business. Write 
Mountains. The ‘water’ was formed by using now while you have the time. 


ORDLEYéLJTAYES— =~ 
© OUDBm | [BADQuaRTERS 


10 Leonard St., ies York City 
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the idea of alleviating future depres- 
sions. It is making a study of the 
business cycle and seasonal unemploy- 
ment, and will report on Aug. 20. 


Farm Labor Supply Near Normal 


Farm labor supply, relative to the 
demand for it by farmers, is continuing 
to increase, the United States Depart- 
ment of Agriculture reports. The ratio 
of supply to demand April 1 was 111.4 
per cent. 

In April, 1921, the ratio of supply to 
demand was 108.8 per cent, and in 1920 
it was 68.8 per cent. Relatively, farm 
wage labor has offered its services in 
greater degree since 1920 than farmers 
have been willing or economically able 
to employ and pay the current wage 
rates. 

Yet there is evidence this spring that 
employer and employee are getting 
nearer together, the department points 
out. The supply of farm labor has now 
substantially reached its normal pro- 
portions, whereas, in 1920 it was hard- 
ly three-fourths of a normal supply. 

On the other hand, farmers have in- 
creased their demand for labor from 
87.5 per cent of a normal demand in 
1921 to 89.3 per cent in 1922. A di- 
minishing farm wage rate has presum- 
ably made possible this movement of 
demand for labor. 


Lower Prices for Farm Implements 


The average of prices for things 
farmers buy was 1.6 per cent lower 
Feb. 15 than on Jan. 15, according to 
a survey made by the Department of 
Agriculture. The decline since Feb. 
15, 1921, is 20.2 per cent. 

The declines for the month were 
most pronounced in the case of machin- 
ery and tools such as tractors, cream 
separators, harrows, lumber, manure 
spreaders, mowers, scythes and wheel- 
barrows. Prices of fertilizer and 
leather goods such as harness and 
shoes show but little change. 


“Business Doctors” to Meet 


An important gathering of educa- 
tors, engineers and business executives 
constituting the second public confer- 
ence on commercial engineering called 
to promote co-ordination of major 
operations in industry and commerce, 
will be held at the Carnegie Institute 
of Technology at Pittsburgh during 
the current week. 

The first conference was organized 
in Washington in 1919 by Dr. Glen 
Levin Swiggett of the Federal Bureau 
of Education. Dr. Swiggett is chair- 
man of the national committee ap- 
pointed by the United States Commis- 
sioner of Education “to investigate 
business training of engineers and en- 
gineering training for students of 
business.” 

The neglect of commercial engineer- 
ing in the United States has been 
strongly emphasized by industrial ex- 
ecutives who have declared that the 
sooner the need is. supplied the sooner 
will America be able to compete on an 
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equal footing with other countries in 
the world’s business. These executives 
also emphasized the fact that the bet- 
ter commercial training the engineers 
have the better equipped they will be 
to contribute to the welfare of their 
respective industries. 


Too Much Specialization 


American business methods are criti- 
cized by authorities studying these 
problems on the ground that there has 
been too much specialization by certain 
groups. This has resulted in too little 
co-operation and even less of co-ordina- 
tion. 

The importance of determining how 
universities and colleges can best train 
and develop engineers of this type is 
receiving much attention and will be 
an important topic at the coming con- 
vention at Pittsburgh. All authorities 
agree that the proper training of an 
adequate body of commercial engineers 
is an important contributing factor to 
a broad industrial come-back for which 
business men everywhere are now 
striving. 


Indict Labor and Money Lenders 


Severe indictments of labor and at- 
tacks upon the so-called “second mort- 
gage men” were made during the past 
week before a general committee of 
Washington business men who are in- 
vestigating housing conditions in the 
hope of suggesting to Congress legis- 
lation which will be of assistance to 
the entire country in recovering from 
the shortage caused by the war. It is 
a question whether Congress will be 
able to put an end to the abuses being 
developed by the committee but there 
can be no doubt that the general pub- 
lic is deeply interested in the subject 
under discussion. 

A representative of labor in address- 
ing the committee declared that “no- 
body to-day is trying to serve the pub- 
lic honestly.” This he said applied to 
labor as well as to other classes. 


Output Reduced One-Half 


“The laborer isn’t working as hard as 
he used to,” he said. “We used formerly 
to work too hard. I admit we are 
only doing about 50 per cent of the 
work we formerly did, but we are all 
in the same boat.” 

It was charged before the committee 
that not only in Washington but in 
many other cities, building operations 
are restricted by the exorbitant com- 
missions and other charges made by 
parties taking second mortgages on 
homes and small apartment houses. 
First mortgages are usually written at 
reasonable figures but second mort- 
gages, having a greater speculative 
factor, can only be placed upon the 
payment of preposterous rates which 
are concealed under various designa- 
tions such as fees, commissions, per- 
centages, etc. In most cases it is as- 
serted purchasers of these second mort- 
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gages assumed no risk that would jus- 
tify the charges made. 


Construction Situation Rapidly Im- 

proving 

In this connection the special survey 
of the construction situation just made 
public through the Washington office 
of Dun’s agency is especially interest- 
ing and timely. Reports from nearly 
forty centers in widely separated sec- 
tions of the United States demonstrate 
that the revival of building activity is 
steadily gathering momentum. A pro- 
tracted period of deferred undertakings 
has been followed by a resumption of 
work on an important and steadily en- 
larging scale with accompanying ex- 
pansion of demand for construction ma- 
terials and favorable prospects for 
further improvement in these lines. 

The reduced cost of materials and in 
some districts of labor and the pro- 
nounced shortage of housing accommo- 
dations, both in cities and suburban 
towns, has for some months fore- 
shadowed a revival in building opera- 
tions of magnitude during the spring 
and summer, and advices from numer- 
ous points indicate that 1922 will prove 
a record year. Permits for new con- 
struction this spring have in many 
cases reached the highest mark in sev- 
eral years both in number and value 
while in certain instances all previous 
totals have been surpassed. 

Building permits issued in March 
aggregate more than $218,000,000. This 
is an advance of fully 110 per cent 
ovey the corresponding month of 1921. 


National Chamber’s Coming Convention 

“European Conditions and Their Ef- 
fect on American Business” will be the 
main topic at the tenth annual meeting 
of the Chamber of Commerce of the 
United States, to be held in Washing- 
ton May 16 to 18. Because of the in- 
terest of business men throughout the 
country in the general subject it is pre- 
dicted that the convention will be one 
of the largest ever held by the Cham- 
ber. More than 1400 business organi- 
zations have been asked to send repre- 
sentatives and an attendance of from 
4000 to 5000 business men is looked for. 

“In selecting the subject for the con- 
vention,” says a statement by the 
Chamber, “there was a desire to obtain 
a thorough discussion of world business 
conditions as well as domestic condi- 
tions for use as a basis of judgment in 
planning measures to insure a continu- 
ing future prosperity in the United 
States. The situation abroad has been 
constantly changing and the time has 
come for a new inquiry into the facts. 
The biggest question before American 
business men to-day is the problem of 
formulating intelligent plans that may 
be of assistance in restoring normal 
economic conditions.” 

As in previous years the work of the 
convention will be done largely in 
group sessions. Groups representing 
the major divisions of business will 
take up the questions before the meet- 
ing in their relation to the particular 
interests or industries within the group. 
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“Get This Showeard Writer 
He Draws No Salary — — 


And How He Helps” 


Make signs when you want them—As 
many as you wish, exactly as you desire 
them. 


Just the machine you need to cut expense and 
add to sales. 


There are nine sizes of letters in three 
different styles and enough figures and 


Will Be Demonstrated at 


Southeastern Hardware 


Exhibit ornaments to make any kind of a display 
Chattanooga, Tenn. card—and what’s more, two colors at your 
May 9-12 command. 
Hardware Association of The extraordinary feature of it all is that 
the Carolinas you don’t have to be an artist or letterer 
Winst lem, N. C. —Just follow the guide and the results are 
— tered true facsimiles of attractive hand lettered 


price and display cards. 


Drop us a line and we'll send you some 
samples of the National Stencil work, the 
attractive price and when we can ship one 
to you. 





THE NATIONAL SIGN STENCIL €0O. 
St. Paul, Minnesota 


DISPLAY MATERIAL CO., 191 Pearl Street, New York, N. Y. 
THE SHO-WINDOW MATERIAL CO., 911 Clay Street, Oakland, Cal. 
CENTRAL STATES SALES CO., 38 Dearborn Street, Chicago, IIL 
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William A. Greaves, Sr., Dies 


William A. Greaves, Sr., machine 
tool manufacturer of Cincinnati, died 
in that city on April 18. 

Mr. Greaves, who was born in Cin- 
cinnati sixty years ago, was a son of 
Thomas Greaves, former superintend- 
ent of the Lomas Forge & Bridge 
Works. In 1889, in association with 
H. H. Klusman, Mr. Greaves organized 
the firm of Greaves-Klusman & Co., 
lathe manufacturers. Several years 
ago Mr. Greaves retired from this firm 
and with his three sons organized the 
Greaves Machine Tool Co., Cincinnati, 
of which he was president. 

He is survived by his widow and three 
sons, William Allen, Jr., William How- 
ard, and George B. Greaves. 





C. Edward Wood Co. Ready for 
Coast Business 


The C. Edward Wood Co., factory 
representatives on the Pacific Coast, 
has recently announced that the firm’s 
organization has been completed and is 
now in a position to represent hard- 
ware and auto supply manufacturers 
from the Rocky Mts., west. The firm 
will maintain three offices as follows: 
Los Angeles, C. Edward Wood, Mason 
Opera House Building; San Francisco, 
Holman & Gallier, Postal Telegraph 
Building, and Portland, Ore., H. A. 
Brewer, Board of Trade Building. 

Announcement has also been made 
that the firm will represent the follow- 
ing lines: E, C. Stearns & Co., Syra- 
cuse, N. Y., clamps, saw tools, lawn 
mowers and malleable products; The 
Jacobs Bros. Co., Brooklyn, N. Y., 
scales and supplies; The Cushman Co., 
Champaign, IIl., household tools, and 
The Cincinnati Auto Specialty Co., Cin- 
cinnati, Ohio, “Stik-Tite” products, seat 
covers, tire covers, etc. 


John Lauson Passes Away 


John Lauson, founder and president 
John Lauson Mfg. Co., New Holstein, 
Wis., manufacturing tractors, farm 
tools, and conducting a jobbing foundry 
and machine shop, died April 15 in a 
Milwaukee hospital following an opera- 
tion. He was fifty-four years of age, 
having established the nucleus of the 
present large Lauson industry by open- 
ing a small machine and gas engine 
shop when he was nineteen years old. 


Walter D. Foss Recovering 


A recent communication from Walter 
D. Foss, president of The Wooster 
Brush Co., Wooster, Ohio, mailed at 
Pekin, China, states that he has been 
quite ill but is now almost completely 


recovered. Mr. Foss is spending a 
great amount of time among the Chi- 
nese dressers of raw bristles for paint 
brushes with a view of obtaining at 
first hand complete and authentic in- 
formation in regard to the type of 
bristles used by his firm. 


Blake Succeeds Barstow 


Edward Blake, Jr., has been ap- 
pointed vice-president and _ general 
sales manager of the Greenfield Tap & 
Die Corporation, Greenfield, Mass. Mr. 
Blake has been engaged in the manu- 
facture of twist drills for a number of 
years and until recently was manager 
of the Lincoln Twist Drill Co., Taun- 
ton, Mass. He was also sales manager 

















Edward Blake, Jr. 


for several years at Wells Brothers Co., 
Greenfield, Mass. Both of these com- 
panies have been absorbed by the 
Greenfield corporation. 

Mr. Blake succeeds Ralph Barstow 
as sales manager of the Greenfield Tap 
& Die Corporation whose resignation 
takes effect May 1. Mr. Barstow will 
go into business for himself as a mar- 
keting and merchandising counsel in 
association with Marquis Regan at 21 
East Thirtieth Street, New York City. 


Death of Squire Robinson 


Squire Robinson, Southington, Conn., 
inventor of the Robinson wrench, which 
was manufactured by the Peck, Stow 
& Wilcox Co., that place, when the firm 
entered the wrench business, died there 
on Sunday, April 16. 


Blake a Plymouth Director 

J. A. Lowell Blake has been elected 
a director of the Plymouth Cordage 
Co., Plymouth, Mass., to fill the va- 
cancy caused by the death of Schuyler 
S. Bartlett. 


Landers, Frary & Clark Changes 


Landers, Frary & Clark, New Brit- 
ain, Conn., has announced the election 
of the following officers and department 
managers of the company: W. H. Rat- 
tenbury, vice-president and_ general 
sales manager; F. J. Wachter, vice- 
president and sales manager of the 
electric division; F. H. Elms, sales man- 
ager of the vacuum bottle division, and 
J. W. Abell, sales manager Universal 
Cutlery Works. 


Wayne Oil Tank & Pump Co. 
Changes Name 


Announcement has been made to the 
effect that the Wayne Oil Tank & 
Pump Co., Fort Wayne, Ind., has been 
changed to the Wayne Tank & Pump 
Co. The change was found advisable 
in view of the recent purchase of the 
Borromite Company of America by this 
company. The Borromite Company of 
America formerly controlled the patent 
rights and sold Borromite Water 
Softening Systems. These will be 
marketed hereafter under the name 
Wayne Water Softening Systems. 


Continental Wood Screw Co. 
Denies Rumors 


The Continental Wood Screw Co., 
New Bedford, Mass., has issued a 
sweeping denial of certain rumors 
which have recently arisen to the effect 
that the firm had sold out. The Conti- 
nental Wood Screw Co. states emphat- 
ically that it has not sold out and has 
no intention of doing so. 


Union Twist Drill Sales 


In connection with the recent public 
sale by banking interests of $1,500,000 
7 per cent 10-year first mortgage bonds 
of the Union Twist Drill Co., Athol, 
Mass., it developed that the company’s 
sales have grown from $60,000 in 1905 
to an average of more than $3,900,000 
for the ten years ending Dec. 31, last. 





Hibbard, Spencer, Bartlett & Co. 
Catalog 


Hibbard, Spencer, Bartlett & Co., 
Chicago, have just received from the 
press their new general catalog for dis- 
tribution to the trade. The catalog 
conforms to previous issues as to size 
and general appearance and was one 
of the first wholesale catalogs to be put 
out in the smaller size. The catalog is 
attractively gotten up and many color 
plates are used throughout the book to 
illustrate the merchandise. 
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The Hardware Trade Wants the Decimal System 


and has made known its desires, because this method of pricing and packing saves time, reduces 
labor and lessens the liability of error in sales and accounting work, by simplifying the mechani- 
cal operations necessary to arrive at a price. 


Sargent & Company Have Adopted It 


In conformity with this definite need of the trade and because of its many advantages we have 
adopted the decimal system in our new catalogue, just issued, our product is priced by the unit or 
hundred, depending on the goods, and all goods are now packed in boxes of suitable quantities of 
which 100 is a common multiple, careful attention having been given to the nature of the goods 
and the requirements of the trade. 


Reduces Complexities, Simplifies Work 


This great step forward will be the means of simplifying the work of thousands of merchants 
and their clerks and reducing to a considerable extent the complexities of the hardware business. 
Tables of comparative quantities and equivalent ones in the old and the new systems will be sent 
on request. 








SCREEN DOORS NEED NOT SLAM 





There are profits for hardware merchants in silencing the slamming of screen doors. No. 520, 
the successful Sargent Screen Door Closer, is a necessity in summer and winter, spring and autumn. 
It is suitable for screen doors and all other light doors in the house and out doors; it closes the 
door quickly and silently. If you will put it on the screen door of your store or the telephone 
booth door or in some other place where its operation can be seen by your customers, you will 
have a demonstration that will help to sell it. 


SARGENT & COMPANY 


Hardware Manufacturers 


NEW HAVEN, CONN. 
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Notes of the Retail Hardware Trade 
BANKS, ARK.—The Bratton Hard- oils, varnishes and glass, poultry sup- lights, fishing tackle, furnaces, guns 


ware & Furniture Co. has recently 
suffered a fire loss to its furniture stock 
to the amount of $6,000. 

FISHER, ILL.—The Fisher Hardware 
& Implement Co. now owns the stock 
of the Reardon & Naylor Implement 
Co., consisting of barn equipment, belt- 
ing and packing, builders’ hardware, 
churns, cream separators, cutlery, 
dairy supplies, electrical household spe- 
cialties, electrical supplies and equip- 
ment, farm implements, flashlights, 
fishing tackle, furnaces, gasoline en- 
gines, guns and ammunition, harness, 
heating stoves, heavy hardware, in- 
cubators, kitchen housefurnishings, me- 
chanics’ tools, plumbing department, 
poultry supplies, pumps and refriger- 
ators, shelf hardware, silverware, 
stoves and ranges and washing ma- 
chines. Catalogs requested on harness 
and stoves and ranges. 

HuMeE, ILtu.—The W. M. Simpson 
Lumber Co. has added a line of hard- 
ware to its stock, on which it requests 
catalogs, together with catalogs on 
kitchenware, toys and pumps. 

JACKSONVILLE, ILL.—B. W. Smith has 
disposed of his hardware store to the 
H. L. Smith Hardware Co. The busi- 
ness was established in 1874. 

MORRISONVILLE, ILL.—J. M. Storm 
has purchased the hardware stock of 
Swinger Bros. Mr. Storm was former- 
ly in the hardware business at this 
particular location under the name of 
Storm & Bolling. The firm was later 
sold to H. P. Kastien and then to 
Swinger Bros. Mr. Storm has now re- 
purchased the stock and will assume 
entire control. 

LEON, Iowa.—The Standard Hard- 
ware has commenced business here, 
carrying a stock of hardware, plumb- 
ing material and sheet metal, on which 
catalogs are requested. 

Ho.Lyoxe, Mass.—The Holyoke Hard- 
ware Co., 480 High Street, wholesale 
and retail, has bought the stock of Max 
S. Jacobson. Catalogs requested on the 
following: Automobile accessories, bath- 
room fixtures, builders’ hardware, 
building paper, crockery and glassware, 
cutlery, electrical household specialties, 
electrical supplies and equipment, farm 
implements, fiashlights, fishing tackle, 
garage hardware, heavy hardware, 
kitchen housefurnishings, linoleum and 
oilcloth, mechanics’ tools, paints, oils, 
varnishes and glass, plumbing depart- 
ment, poultry supplies, prepared roof- 
ing, shelf hardware, silverware, sport- 
ing goods and toys and games. 

LAWRENCE, Mass.— The Daniel J. 
Lenane Hardware Co., 121 Essex 
Street, has commenced business here, 
carrying automobile accessories, auto- 
mobile tires, barn equipment, builders’ 
hardware, building paper, churns, cream 
separators, cutlery, dairy supplies, elec- 
trical household specialties, electrical 
supplies and equipment, farm imple- 
ments, flashlights, fishing tackle, 
garage hardware, gasoline engines, 
guns and ammunition, hammocks and 
tents, heating stoves, heavy hardware, 
home barbers’ supplies, incubators, in- 
secticides, kitchen housefurnishings, 
lubricating oils, mechanics’ tools, paints, 


plies, prepared roofing, pumps, shelf 
hardware, sporting goods, toys and 
games, washing machines and wheel 
toys. Catalogs requested. 

LOWELL, Mass.—The Quality Hard- 
ware & Paint Store has started in busi- 
ness at 320 Middlesex Street, where a 
complete stock of the following will be 
carried: Automobile accessories, barn 
equipment, belting and packing, build- 
ers’ hardware, building paper, churns, 
cream separators, cutlery, electrical 
household specialties, farm implements, 
flashlights, fishing tackle, garage hard- 
ware, hammocks and tents, heavy hard- 
ware, mechanics’ tools, paints, oils, 
varnishes and glass, poultry supplies, 
prepared roofing, pumps, sewing ma- 
chines, shelf hardware and silverware. 
Catalogs requested on a general line of 
hardware, paints and tools. 

ADRIAN, MicH.—The Wilcox Hard- 
ware Co., 113 West Maumee Street, has 
suffered a fire loss to the extent of 
about $15,000. 


LANSING, MicH.—The Neller Hard- 
ware Co. stock has been sold. The 
Baker-Woodmancy Hardware Co., 117 
East Franklin Avenue, is the pur- 
chaser. 

PENTWATER, MicH.—The Williams 
Hardware Co. has bought the stock and 
business of C Lewis. The new 
owner plans on remodeling the interior 
of its store and enlarging its imple- 
ment stock in the future. 

Perry, MicH.—The Austin & Rann 
stock has been sold. Rann and Hart 
are the purchasers. 

NORTHFIELD, MINN.— Donaldson & 
Hall are the new owners of the stock 
of H. A. Boe. 

SttveR CREEK, N. J.—Hilbrand & 
Westover, 213 Central Avenue, have 
sold their hardware business to G. W. 
Hilliker & Son. 

COOPERSTOWN, N. Y.—Lester A. 
Clark has been admitted as a partner 
in the McEwan Hardware Co. Mr. 
Clark has been an employee of the con- 
cern for many years. 

GLOVERSVILLE, N. Y.—The Enamel 
Ware Sales.Co. has opened a store at 7 
Spring Street, dealing in belting and 
packing, building paper, crockery and 
glassware, dairy supplies, linoleum and 
oilcloth, paints, oils, varnishes and 
glass, silverware, toys and games and 
wheel toys. Catalogs requested on 
crockery and glassware, silverware, oil- 
cloth and paint. 

SouTH OZONE PARK, LONG ISLAND, 
N. Y.—John Schussler & Son, who 
have engaged in the hardware busi- 
ness, request catalogs on cutlery, flash- 
lights, fishing tackle, heating stoves, 
kitchen housefurnishings, paints, oils, 
varnishes, poultry supplies, shelf hard- 
ware, sporting goods and guns and 
ammunition. 

SIDNEY CENTER, N. Y.—H. B. Morse 
has commenced business here dealing in 
automobile tires, barn equipment, bath- 
room (fixtures, builders’ hardware, 
building paper, crockery and glass- 
ware, cutlery, dairy supplies, electrical 
household specialties, electrical supplies 
and equipment, farm implements, flash- 


and ammunition, heating stoves, heavy 
hardware, linoleum and oilcloth, me- 
chanics’ tools, paints, oils, varnishes 
and glass, plumbing department, poultry 
supplies, prepared roofing, pumps, 
shelf hardware, sporting goods, stoves 
and ranges, tin shop and washing ma- 
chines. 

Minot, N. D.—The Dakota Hard- 
ware Co. has established itself in busi- 
ness here. The concern’s stock com- 
prises a line of the following: Auto- 
mobile accessories, barn equipment, 
belting and packing, bicycles, builders’ 
hardware, churns, cream separators, 
crockery and glassware, cutlery, flash- 
lights, fishing tackle, garage hardware, 
guns and ammunition, heating stoves, 
heavy hardware, kitchen cabinets, 
linoleum and oilcloth, lubricating oils, 
mechanics’ tools, paints, oils, varnishes 
and glass, shelf hardware, silverware, 
sporting goods, stoves and ranges and 
washing machines. 

WAHPETON, N. D.—A. J. Connally 
has retired from the firm of Connally 
Bros. H. T. Connally is sole owner 
of the business, which will be con- 
tinued without any change in the firm 
name. 

CoLUMBUS, OHI0O.—The Grandview 
Hardware Co., 1121 Grandview Avenue, 
requests catalogs on the following 
items: Automobile accessories, auto- 
mobile tires, barn equipment, bathroom 
fixtures, builders’ hardware, building 
paper, crockery and glassware, cutlery, 
electrical household specialties, flash- 
lights, fishing tackle, garage hardware, 
home barbers’ supplies, kitchen house- 
furnishings, mechanics’ tools, paints, 
oils, varnishes and glass, poultry sup- 
plies, prepared roofing, shelf hard- 
ware, sporting goods, toys and games 
and wheel toys. 

STEPTOE, WASH.—The Helmer Hard- 
ware Co. is now operating a store here, 
and requests catalogs on automobile ac- 
cessories, automobile tires, barn equip- 
ment, bathroom figftures, belting and 
packing, builders’ hardware, building 
paper, churns, cream separators, crock- 
ery and glassware, cutlery, dairy sup- 
plies, dynamite, electrical household 
specialties, farm implements, flash- 
lights, fishing tackle, garage hardware, 
gasoline, gasoline engines, guns and 
ammunition, hammocks and tents, har- 
ness, heating stoves, heavy hardware, 
insecticides, kitchen cabinets, kitchen 
housefurnishings, linoleum and oil cloth, 
lubricating oils, mechanics’ tools. 
paints, oils, varnishes and glass, phono- 
graphs, plumbing department, poultry 
supplies, prepared roofing, pumps, re- 
frigerators, sewing machines, shelf 
hardware, silverware, sporting goods, 
stoves and ranges, tin shop, washing 
machines and wheel toys. 

BELINGTON, W. VA.—The Thompson 
Co. has commenced business here and 
will conduct both a wholesale and re- 
tail business in hardware, paints, oils, 
ete. 

POINT PLEASANT, W. VA.—The Point 
Pleasant Hardware Co. has succeeded 
to the business of Frank Swigert, and 
requests catalogs on a general line of 
hardware. 
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‘ FLEX-A-TILE SELLING PLAN 


oe FOR DISTRIBUTORS AND DEALERS 






m 
~ The Richardson Company announces a new advertising plan that will interest 
4 every distributor of roofing and wall board. 

e- Remarkable building activity already prevails, and The Richardson Company 
is placing behind its dealers a newspaper advertising campaign that will enable 
d- them to increase their profits for 1922 on the resulting business in roofing materials. 
. This plan is something new in sales helps, and is a vastly more ambitious 
1- marketing program than a roofing manufacturer has ever before placed at the dis- 
> posal of dealers. It gives you advertising in your own newspapers, over your own 
i. name. It costs you nothing but your co-operation in pushing the Flex-a-Tile line. 
C 

2 es 

i 

roduct 


Do you realize the growth and importance of Flex- 
a-Tile in the building field? Building contracts award- 
ed in 27 states during January, February and March, 
show an increase of 68% over 1921; and some Richard- 
son dealers show an increase of 200%. Building con- 
ditions mean prosperity for dealers in asphalt roofing, 
and the Richardson advertising campaign will turn the 
tide of business to the doors of Flex-a-Tile dealers who 
take full advantage of it. 


Richardson represertatives are now carrying with 
them full details of the program in portfolio form. 
Frankly, we believe this is going to be a case of “‘come 
early and avoid the rush.” If you want to be in the 
advance guard of progressive business men who reap 
the full benefit of this advertising, just drop a line to 
The Richardson Company, asking that a representa- 
tive with the Sales Plan Portfolio call on you right 
away. . 


Address Dept. H 


The Richardson Company 


Lockland, Cincinnati, Ohio 
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Products Being Placed on the Market by Hardware Manufacturers 
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Safety Chamber a Boon to 
Mothers 


The Vollrath Co., Sheboygan, Wis., 
has placed on the market the Vollrath 
“Safety” Chamber which is made with 

















Vollrath Safety Chamber 


a wide flat base that prevents tipping, 
except with unusual effort. It has no 
sharp corners and is easily cleaned. 
This is considered to be a great im- 
provement over the old fashioned flat 
bottom style which is said to be hard 
to clean and easy to tip over. The 
new chamber is slightly larger than 
the old style, but will be, it is said, a 
great boon to mothers lessening their 
work. 

The Vollrath Safety is enameled, 
finished in the usual Vollrath quality. 


Attachment Provides Faucet 
with Hose Connection 

The Scott Faucet Adapter made by 

the Scott Pump Co., 821 Main St., East, 

Rochester, N. Y., is needed wherever 

plain faucets are used. It instantly 

















Scott Faucet Adapter 


changes a plain faucet into one with 
a hose connection. The adapter will 
hold tight and cannot be pulled off un- 
til the pressure on the thumb screw 
has been released. The adapter is 


needed when filling washing machines, 
tubs or boilers. When it is desired to 
attach the garden hose to the kitchen 
faucet the adapter comes in very 
handy. 

There are no washers to wear out 
and no leaking sprays to annoy. It 
can not blow or fall off and requires 
no tools to install. The adapter is 
placed under the faucet with the water 
running until it gets wet, then it is 
slipped on over the faucet and the 
thumb screw tightened by turning to 
the right. 





Foote-Burt Company, Success- 
ors to the Bell Washer & 
Wringer Co. 


Announcement has just been made 
that the Foote-Burt Company, Cleve- 
land, has purchased the assets, patents, 
good will, etc., of the Bell Washer & 
Wringer Company, former manufactur- 
ers of the Aerobell Washing Machine, 
and that the machine is now being 
manufactured in the Foote-Burt plant. 

The Aerobell is the vacuum cup type 
of washer. All the materials and parts 

















Aerobell Washing Machine 


are extra heavy, specially treated and 
machined, the idea here being to make 
th machine extra sturdy and durable. 

Instead of the belt drive, frequently 
used in washing machines, the worm 
and worm gear drive has been adopted. 
This is said to be the most efficient drive 
so far developed and is the drive exten- 
sively used in modern machinery. 

The tub is made of heavy gage cop- 
per sheet, tinned on the inside and pol- 


ished and lacquered on the outside. 
When the cover and vacuum cups are 
removed, the round tub is entirely un- 
obstructed and there is no difficulty in 
putting in and taking out the clothes. 

The vacuum cups and all other parts 
inside the tub are made of solid copper 
or brass, nickle plated. The cups are 
adjustable to three different heights, 
thereby accommodating themselves to 
variations in the amount of clothes to 
be washed. 

The drain cock is so arranged that 
an ordinary garden hose can be con- 
nected for emptying. 

Selling plans are already in force 
and have begun to produce results. 
Distributors in nearly every section of 
the country have been appointed and 
dealers are being supplied as rapidly 
as possible. The plans include a liberal 
amount of advertising co-operation. 

The company announces that pro- 
duction is increasing and that deliver- 
ies can now be made without delay and 
inquiries are solicited from dealers. 


Folding Camp Stove 


There is no meal tastes quite so good 
as the one cooked out of doors, over 
blazing coals and served at the jour- 
ney’s end. It is the most enjoyable 
part of a whole trip, provided your 
equipment includes a camp stove. The 
Iron Horse Camp Stove assembled in 
a minute’s time is as rigid as if made 
from one piece of metal, with a perfo- 
rated metal bottom plate for the coals 
and a heavy wire grating above for 





Iron Horse Camp Stove Ready for Action 


holding the food to be cooked, while 
notched openings at either end insure 
proper combustion and a good fire. 
And then there is an oven attchment 
with its hinged cover and tray which 
can be hung on the side of a stove in 
an instant or folded away in a space 


Reading matter continued on page 98 
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fi Largest Manufacturing Plant of its Kind i in the World . if 








These principles built this plant 


Believing that our business is primarily to serve the hardware dealer 
by making good hardware and that making money is a natural result 
of good service, we adhere strictly to the following principles in the 


entire conduct of our business. 


@ To leave nothing undone that care, 
skill and effort can suggest toward mak- 
ing dependable hardware. 


@ Never to sacrifice dependability for 
a profit by the use of inferior materials 
or workmanship. 


@ To avoid waste, as trustees of a por- 
tion of national wealth represented by 
the men, money and materials employed 
in our operations. 


@ To maintain a trade policy which is 
fair and just to the dealers and jobbers 
who are associated with us in serving 


the community through the distribution 


of dependable hardware. 


@ To price our merchandise fairly and 
to advertise it truthfully. 


@ And because dependable hardware 
can only be made by dependable men, 
our organization is built up of skilled 
workmen of good character, whose wel- 
fare is always a prime consideration. 


q And finally—to work hard, in order 
that by increasing the per capita pro- 
duction of goods we may add our quota 
to the common wealth out of which all 
prosperity is derived. 





AURORA, ILLINOIS, U. S.A. 
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less than one inch high. Built of a high 
quality of sheet iron, spot welded to- 
gether and carefully made. These stoves 





Iron Horse Camp Stove Folded 


make camping and auto trips a real 
pleasure. 

The Iron Horse Camp Stove is made 
by the Rochester Can Co., Rochester, 
ae a 


New French Door Lock with 
Reversible Rabbeted Front 


P. & F. Corbin, New Britain, Conn., 
announce a new reversible front for 
rabbeted locks, which makes it unnec- 
essary for dealers to carry more than 
one hand in stock to satisfy their 
trade. It is applied to a lock for out- 


i 





Improved Corbin Door Lock 


side French doors made in 14, 1% and 
1% in. backset, adapting it to narrow 
stiles, and with a French spring on the 
hub to compensate for the weight of the 
lever handles with which it is used. It 
is also furnished on an inside lock hav- 
ing 2% inch backset, but with the 
French spring on the hub, to be used 
with knobs. 

The reversible rabbeted front is an 
original feature and application has 
been made for a patent covering it. 

In changing the hand the latch bolt 
is reversed in the usual manner. The 
rabbeted front is reversed by removing 
the front and side plate and reattach- 
ing them in the reverse position. 

The advantage to a dealer of not 
having to carry rabbeted locks in two 
different hands is obvious. There is an 
additional advantage in the quickness 
and ease with which it is applied. 


New Carborundum File 


The Carborundum Co., Niagara Falls, 
N. Y., has placed on the market the 
new Carborundum File No. 57. It is a 
very handy abrasive tool for the 
farmer, mechanic and general handy 
man. It may be used for sharpening 
edge tools of the farm, garden and 
home. Metal workers can use the file 
on metals the steel file won’t touch. 


HARDWARE AGE 


Cast Aluminum Steam Pressure 
Cooker 


The Wagner Mfg. Co., Sidney, Ohio, 
offer the trade the Wagner steam pres- 
sure cooker made of cast aluminum. 
The operation of this device is based 
on the principle that the temperature 
of boiling water depends upon the 
pressure exerted upon it and increases 
with the pressure. It is said that foods 
cooked in this cooker become tender 





Wagner Steam Pressure Cooker 


much more rapidly than ordinarily, since 
the tissues of the meats and fibrous 
parts of the vegetables are more quick- 
ly disintegrated. 

The Wagner pressure cooker has 
been put to many practical laboratory 
tests which reports indicate as being 
very favorable. A circular that the 
company distributes gives technical de- 
tails on this cooker, 


Allen Carpenter Braces 


Allen & Co., Inc., New Haven, Conn., 
have placed on the market a line of 
carpenters’ braces. 

Their Concealed Ratchet Brace is 
made of high-grade steel throughout, 
with rosewood head and handle. The 
ratchet mechanism is completely in- 
closed, thus keeping out dust and dirt 
and retaining lubrication on the work- 
ing parts; the ratchet box is square in 
section and made from solid steel in- 
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closing laminated ratchets and ratchet 
pawls. 

The brace jaws are drop forged, care- 
fully hardened and will hold either 














Allen Brace 


square or round shank bits. The shell 
is of cold drawn steel. 

The Allen braces are made in five 
styles, covering the field from the high 
quality, nickeled, ball-bearing brace to 
the medium priced polished brace. 

Surpless, Dunn & Co., New York 
City, will distribute the line of Allen 
tools. 


Leather Assortment Put Up in 
Display Case 

The Strauss Leather Co., 1115 Penn 
Ave., Pittsburgh, Pa., has placed on 
the market a Walnut Oak Leather As- 
sortment that should appeal to hard- 
ware dealers. Surveys in large cities 
as well as in rural communities are 
said to have brought to light the in- 
formation that the number of thrifty 
people who sole and heel their own 
shoes is on the increase. 

To help hardware dealers handle this 
class of business in a systematic way 
this company has made up the Walnut 
Oak Sole Leather Assortment which 
provides a full stock of the necessary 
heels, soles and leather strips put up in 
a good looking counter display case 
which is furnished free to the dealers. 
This case keeps the stock orderly and 
always in view of prospects. 

The company has prepared some in- 
teresting literature on the assortment 
and has compiled figures showing the 
profit possibilities from an assortment. 
Dealers can obtain this circular upon 
request. 

















Walnut Oak Assortment 
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Now Is the Time to 
Cash in on Boyco | 
thee ie ies Cae See. AutomotiveProducts | 


improved take-down design. Folds 
into handy, flat parcel for carrying 


and sets up solidly on any kind of Now that Spring is here and Summer 
ground without burying the legs. “ - 

All parts are hinged or riveted to but a few weeks away there is ever increas- 

the top plate and cannot be lost off. ing demand for practical automotive 

equipment for outings. The vacation sea- | 


son means a real sales opportunity. Cash 
in on Boyco Products—practical, durable, 
ingenious, useful. 


On this page are illustrated three quick- 
selling Boyco leaders. Boyco Camp Grates 
are made from solid pressed steel—clev- 
erly designed for most convenient and ' 
practical use on motor tour, picnic, or 
week-end outing. 

The new Boyco Kool-Kanteen is a dis- 
tinct advancement in canteen construction 
—keeps its contents refreshingly cool re- 
gardless of the heat of the day. 

| 
} 
| 


Boyco Service Units are as indispens- 
able to the complete equipment of any 
motor car as the extra tire or spare tube. 
They provide ample emergency supplies 
of gasoline, oil, and water in compact 
easily accessible form. 





The Boyco Kool-Kanteen is a real 
forward step in canteen construc- 
tion— embodies all the advantages 
of the ordinary product and, in addi- 
tion, keeps its contents cool even 
when exposed in hottest sun. Four 
quart capacity; nickeled filling cap 
for use as drinking cup; strong web 
carrying strap double-seamed con- 
struction; Boyco Indestructo design. 
A new number that appeals to every 
vacation-seeker and outdoor worker. 


Display These Business Builders 


and neat appearance appeal to car owners 
everywhere. The usefulness that is built into 
them is readily apparent. Properly displayed, 
they will sell themselves. i 


First of all, they are built right—from 
selected materials and by most improved 
manufacturing methods. They are ingeniously 
designed and carefully finished—made to fill 


| 
| 
Push these Boyco Products. Their design | 
| 
| 
| 
actual needs—made to stand up in use. 





wide popularity because they fill an 
ever-present need. The model 
above is a new number—type No. 
221—of all-steel construction and 
embodying unusual refinements in 
design. A De Luxe product that 
sells itself. Get the Boyco Service 
Unit Folder at once—full details. 


Boyle Manufacturing Co. | 


| 
5100 Santa Fe Avenue | 
| 
| 
| 


| 
Boyco Service Units have earned 
| 
| Los Angeles - California 


| 
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New Chassis Lubricating System 


Thuro is the name given to an im- 
proved chassis lubricating system made 
by the Laskin Automotive Parts Co., 
Dayton, Ohio. This system can be used 
on any car. It consists of a strong, 
well made high pressure grease gun 
and a complete set of special nipples 
that take the place of grease oil and 
dope cups on the chassis, steering col- 
umn and springs. The nipples are de- 
signed in various styles and angles so as 
to make even the seemingly inaccessible 
spots easy to “get at.” Flexible tubing 
extends from the firing end of the 


Grease Gun Used in Thuro System 


grease gun. On the end of the tubing 
is special fitting that fits the nipple 
heads by giving it a turn over the 
nipple head. 

This system makes thorough lubrica- 
tion a simple job whereas it is usually 
considered the most distasteful duty. 


Glass Front Ignition Switch 


The Remy Electric Co., Anderson, 
Ind., has brought out a new design in 
auto light and ignition switches. It 
has a glass front and will harmonize 
with the other instruments on the dash 
board. It matches up well with an auto 
clock and the speedometer. 














New Remy Switch 


Spot-Light with Inside Control 


The Thomson Spot-Light and Control 
embodies a new principle of distant 
control by means of which the reflector, 
located outside the car, is operated from 


inside the car. It brings to the oper- 
ator in his position at the steering 
wheel complete control of the spot- 
light, making it a useful utility acces- 
sory for closed cars, as well as open 
cars. 











By means of a mechanically perfect 
control shaft, which extends from the 
reflector through the corner post of the 
car at an angle, the control knob is 
brought to a point that is within easy 
reach of the driver. By turning the 
control knob to the right or left a hori- 
zontal movement of the reflector is ob- 
tained. By pressing the thumb release 
key and turning the control knob to the 
right or left a circular movement of 
the reflector is obtained. A combina- 
tion of these two movements enables 
the operator to easily turn the reflector 
to any desired angle from the car. 
When the hand is removed from the 
control knob, the mechanism automati- 
cally locks the light in the directed 
position. 

To install this spot-light and control 
on a closed car, a three-quarter inch 
hole is drilled through the corner post. 
A universal wind-shield clamp is fur- 
nished for installing it on an open car. 

The exposed parts of the control are 
brass, nickel-plated, and the moving 
parts are made of bronze. The reflector 
is the best on the market and the entire 
equipment is made as near fool-proof 
as is possible in a high-grade device. 

The outfit is made by the S. H. Thom- 
son Mfg. Co., Detroit, Mich. 





Thomson Spotlight with Control 











